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He Lives Right on Prospect Avenue— 


Like the golfer who has a club in his bag for 
every shot, the Peoria Life agent has between 
the covers of his rate book a policy to fit every 
need, every condition, every pocketbook. He 
can interest any one whom Life Insurance can 
serve. 








The Peoria Life insures children of any age, 
and women on equal terms with men. It 
issues both participating and non-participating 
policies. Peoria Life disability and double 
indemnity clauses are unusually liberal. 





Ee 1 


=e policy forms and features, can give his prospect 
what he needs and wants. He has the further 

advantage of such distinctive policies as the 

Home Office Building of the Peoria Life. Owned unique “G. P. A.” with its guaranteed money- 


by the Company, without lien or encumbrance of 


any kind. Built from its current receipts. without sav ing featu res, a nd th e “6 7 . A ; QO. 9 wit h a 


disturbing the farm mortgage investments which 


have earned the Peoria Life its reputation for st rc ng ap peal to Total A b sta i ners. 


Pag: Bat “uy The Peoria Life agent, offering a variety of 
ag wit 1 


‘Cooperation Headquarters” 


“Policies Strong as Farm Best of all, the Peoria Life has an established 
. ” ° > . . 

Mortgages Can Make Them! reputation as a Company of service. Its Free 

Health Examination, 30 minute settlements, 


, and thorough cooperation are known wherever 
Good Contracts to it has policyholders. 











Clean, Live Agents If they can be interested in Life Insurance at 
all, the Peoria Life man can do it. 


Peoria Life Insurance Company 


Peoria, Illinois 


























Dependable Life Insurance Men 


Solving the problems of future 
insurance success by giving the 
highest and best type of life in- 
surance counsel is a most com- 
mendable practice. The life 
insurance man who operates his 
agency in this way has no fear 
for future business success. 


Aided in his efforts to establish 
himself in his community as a 
dependable insurance man, the 
agent has the Central Life of Illi- 
nois. Certainly, every facility that 
a home office can muster,should 
be placed at the agent’s disposal. 


In addition, his company should 
aid him in using these facilities 
to their greatest advantage. 
Agents of the Central Life have 
this type of home office assist- 
ance. They use it and their 
position as dependable life in- 
surance men is established. 





GOOD AVAILABLE OPEN 
TERRITORY in the following 
states, to-wit: Illinois, Iowa, 
Minnesota, Michigan, Nebraska, 
Kansas, Missouri, Texas and 


South Dakota. 
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HEAVY ARTILLERY IS 
BROUGHT INTO ACTION 


Superintendent Travis Resents 
Assaults on the Recently 


Formed Organization 
CLAIM ATTACKS UNFAIR 


Comments on the Resolutions That Were 
Passed by the American Conference 
of Supervising Officials 
Travis 


the 


Superintendent of Insurance 


of Kansas, who is chairman of 


American Conference of Supervising 


Officials, which was recently organized 


it the meeting in Denver, has gotten out 


some extended comment on the criti- 
cism of some of the insurance papers 

the new organization. Mr. Travis 
says that the conference was held in 


Denver to devise reasonable and legiti- 


mate methods for the upbuilding of in- 
institutions in the 
sponding to the call. He said that there 
was no desire to defame or belittle com- 
panies from other states. The com- 

issioners simply wanted to see that 
the companies regularly organized in 
their own states receive the considera- 
tion that is due them. 


surance States re- 


Fire Insurance Profits 


the resolu- 
insurance 
that the 
fair and 


said that in 
passed exorbitant fire 
profits were condemned but 
conference yYecommended a 
reasonable profit. 

In its second resolution it urged that 
all insurance institutions regularly or- 
ganized under the existing statutes be 
properly protected. Mr, Travis says 
that the conference consisted of repre- 
sentatives of the executive branch of 
the government and they do not intend 
to usurp the functions of the legisla- 
tive or judicial branch by attempting to 
override the laws that are already in 
force and which give legal existence to 


Mr. 


tions 


Travis 


cooperative institutions and reciprocal 
exchanges. 
Mr. Travis says that the commis- 


sioners in his organization condemn de- 
iamatory and malicious literature and 
other propaganda that is in evidence at 
this time directed against institutions 
legally licensed under the law. His or- 
ganization, he says, condemns com- 
panies which aid and abet unfair prac- 

es of this kind. Mr. Travis said that 

ym reading editorials in some of the 
led to believe that they 


ipers he 18 


ant the law upheld which creates cor- | 


rations, but that the law under which 

neorporated institutions exist should 

ignored by the supervising officials. 
New York Life Statutes 


Speaking of the third resolution, 
which recommends that when a com- 
pany is duly licensed to transact busi- 
ness in its own state, it shall have the 

cht to do business in all other states 
whose companies have the right to do 
business in the home state of such com- 
. Mr. Travis cites the present 


| re ady 





BID FOR 1924 MEETING 


DES MOINES BUSY ALREADY 


Iowa Life Underwriters Will Also Seek 
to Elect Roy Heartman President 
at Chicago Session 





DES MOINES, IA., Aug. 29.—Des 


Moines life insurance men 
turned from the convention at 


have re- 


roronto 


very well pleased with the convention 
and with the results of the various elec- 
tions. They are already beginning to 


prepare for the national meeting in 1924, 
as they regard it as certain the conven- 
tion that year will be held in lowa’s 
capital city. In the meantime, they are 
to do anything Chicago may ask 


of them in making next year’s conven- 
tion a huge success. 
Des Moines underwriters will boost 


Roy Heartman of the Equitable of New 


York for president next vear. “is ex- 
cellent service as a member of the na- 
tional executive committee and his elec- 
tion as vice-president at the Toronto 
convention lead them to believe that 


he will have little difficulty in being ad- 
vanced to the head of the entire organi- 
zation at the next convention. 

“We were very much pleased with the 
entertainment shown us by the peopk 


of Toronto,” said Secretary Fouts of 
the Iowa Life Underwriters. “The city 
did everything that we could expect 
and more. We made a fine showing 
for Des Moines, which has a nation- 
wide fame as a convention city, and ] 
am sure the visitors will enjoy their 
session with us in 1924.” 

life insurance statutes of New York. 
He says that New York assumes to 
regulate the life insurance business 
of the United States by compelling all 


companies doing business in that state, 
no matter where domiciled, to conduct 
their business everywhere, even in their 
own according to New York 
laws, and not in accordance with the 
laws of the state of their domicile or 
other states in which the companies may 


lo business. 


States, 


‘ 
New York and Kansas 

New York companies, on the other 

hand, he says, can do business in Kan- 

according to Kansas laws and can 

do business in New York according to 


Sas 


New York laws. But a Kansas com- 
pany today, if it wishes to do business 
in New York, cannot do business at 


home as the laws of Kansas permit. 


| Therefore such a company is precluded 


business in New York, 
whereas New York companies are al- 
lowed to do business in Kansas. He 
condemns this situation as inequitable, 
unfair and unjust. Mr. Travis says that 


from doing 


he does not believe that New York 
should assume to regulate the insur- 
ance business of the whole United 
States. 


Fire Insurance Statistics 
Resolution No. 4 passed by the new 
association recommends that a commit- 
tee be appointed to investigate the past 


methods for obtaining statistical data, 
by which fire insurance rates may be 
| more reasonably adjusted. Mr. Travis 


that at least three commissioners 
(CONTINUED ON PAGE 20) 


Says 





LAUNCH NEW COMPANY 
ORGANIZE BUILDERS MUTUAL 
Chicago Stock Company, on Mutual 


Only—Pro- 
motion Headed by Rullman 


Basis, Is for Masons 


1 he 


a $200,000 


Mutual Life of Chicago, 
company, to operate on 
a mutual for Masons only, is now 
being organized. E, E, Rullman, presi- 
dent of the Craftmen’s National Service 
Agency of Chicago, is taking an active 
part in promoting the new company. The 
proj charter and declaration of in- 
corporation has been ofhcially approved by 
the Illinois department and the stock sal 
is now being undertaken. The stock con- 
sists of 8,000 shares to sell at a par value 


Builders 
stock 


basis 


osed 


of $25 and is being offered for sale at $40 
har 
a Silei i & 


Policy Forms Issued 
Id will be on old 
long term endow- 


The policies to be st 


age pension funds and 


ments for Masons and members of the 
Eastern Star and short term educational 
endowments for Boy Builders and De 
MoLay. In addition there will be an en- 


dowment policy on a monthly payment 


lan similar to the bank-savings plan, ex- 
cept that the Builders Mutual will handle 
ill = details On both endowment and 
limited pay life policies death auto- 


matically converts the policy to the lowest 
cost form issued by the company and the 
difference in premiums between what was 
paid in and what would have been paid in 
had the policyholder taken a lowest 
policy will be refunded in addition to pay- 
ment of the original face amount. All 
loans made against the policy will be made 
against the investment element and in the 
event of death will not be deducted from 
the life insurance, nor will any extra 
premium be paid on the so-called loan 1n- 
surance. The policies will be limited to 
$10,000, the excess being reinsured by one 
of the lowest net cost companies in the 


cost 


country. 
On Mutual Basis 

The company will operate on a mutual 
basis, except that the stockholders will be 
permitted to receive an earning of 10 per- 
cent on the par value. All earnings be 
vond this amount, after the $15 surplus 
has been returned to the stockholder, be- 
come the property of the policyholders 
who participate in all these earnings. The 
policyholders also elect one-half ot the 
directors, the other half being elected by 
the stockholders The first board of di- 
rectors will be « lected by the stockholde rs, 
but all other directors will be chosen ac- 
cording to these rules. The Craftsmen’s 
National Service Agency, an independent 
life agency writing over $500,000 monthly, 
will be sole agent for the Builders Mutual 


throughout the country and thus elimi- 
nate agency expens Mr. Rullman, 
president of this agency corporation, 1s 
one of the chief incorporators and E. E. 
Beach, of Beach & Beach, is legal coun- 
selor. The depository is the State Bank 


of Chicago. The Builders Mutual is lo- 
cated at 301 Masonic Temple in Chicago 


Approved securities on deposit with the 
insurance department of Iowa by the 
Kankers Life of Des Moines as required 


by law showed a total of $48,755,766.48 
as of July 31, a gain of $2,636,643.97 as 
compared with Dec, 31, 1921 





MAKING PREPARATIONS 
FOR 1923 CONVENTION 


Chicago Life Men Already Plan- 
ning for Mammoth Gathering 
of National Association 
PREDICT RECORD BREAKER 
Attendance of 3,500 to 5,000 Expected 
Based on Showing Made at 
Toronto Last Week 


Chicago life insurance men are al- 
ready making preparations for the 1923 
meeting of the National Association, 
which will be held in the Windy City. 
Darby A. Day, Chicago manager of the 
Mutual Life, and president of the Chi- 
cago Association, and Jules Girardin, 


the 


veteran general agent of the Phoenix 


Mutual, are drawing up tentative plans 


tor what they declare will be the big 
gest convention in the history of life 
msurance An entertainment fund of 
$10,000 is being collected by Mr. 
Girardin Some time ago Mr. Day 
started the ball rolling by subscribing 
$1,000. Mr. Girardin states that he will 
have no difficulty in collecting the 


needed to 


out-ol-town visitors. 


amount properly entertain 


Big Crowd Expected 


Life insurance men everywhere were 
astonished at the crowd that turned out 
tor the National Association meeting in 
loronto last week The registration 
showed 1,600, the attendance 
being evenly divided between Canadian: 


records 


nd Americans. Undoubtedly _ there 
were nearly 2,000 life insurance men at 
some of the sessions at Toronto, as 
many did not register Life insurance 


men in Chicago say that if a National 
Association meeting at Toronto can at- 
tract 2,000 life insurance men, it is only 
reasonable to expect that there will be 
from 3,500 to 5,000 in attendance when 
the National Association meeting is 
held in Chicago next year. 
To Use Large Convention Hall 

it is the opinion in Chi- 
gago that the convention cannot be held 
hotel auditorium, Larger head- 
quarters will have to be selected. Two 
plans are being considered. One is to 
make hotel headquarters at the Drake 
Hotel, which is on the near north 
of Chicago, and to hold the business 
Medinah Temple, a few 
blocks away from the Drake. Medinah 
Temple has the largest seating capacity 
(5,000) of any theatre or hall in Chi- 
cago, outside of the Coliseum This 
plan would take all of the delegates, or 
a majority of them, away from 


At any rate, 


ma 


side 


sessions at 


at least 


the loop and might not mect with the 
approval of many out-of-towners. With 
the thought that a convention outside 


of the business district might not be en- 
tirely satisfactory, the Chicago commit- 
is considering having the business 
held in Orchestra Hall on 
Michigan avenue, and in the center of 


tec 
sessions 








the locp. 
3,500. 

Edward A. Ferguson, general agent 
of the Union Central and L. Brackett 


Bishop, general agent of the Massachu- 


setts Mutual, are conferring with Mr. 
Dav and Mr. Girardin regarding next 
year’s arrangements. All four of these 
men have been long in the service in 





have contributed gen- 
erously to the upbuilding of the Chi- | 
cago association. They stand for the 
best in life insurance in Chicago. They 
are beginning to consider next year's 
meeting early so as to be sure that no 
detail will be overlooked. Chicago life 
insurance men are enthusiastic over the | 
prospect of a record breaking meeting | 
in their city next year. It is undoubt- 
edly true that all attendance records 
will be broken next year 


Chicago. They 


Expect Many Out of Towners 





turnout from | 
will be large | 
the central | 


big 
there 
over 


In addition to the 
Chicago life offices, 
delegations from all 





west. Mr. Day intends to urge all of 

the life insurance companies domiciled | 
in the middle west to hold their annyal | 
agency conventions immediately preced- 
ing or following the National \ssocia- | 
tion meeting Des Moines is out for |} 
the 1924 meeting, and will unloubted¥y 


| 
send a big delegation to Chicago next | 
year Detroit, which wantec next year’ 
meeting, will also be very much in evi- | 
dence at Chicago. A. C. Larson of 
Madison, Wis., general agent of the | 
Central Life of Des Moines, was in Chi- 
cago last week on his way back to Madi- 
from the Toronto convention, and 
stated that he will bring 200 of his men 
to the Chicago meeting next year. And 
so it goes. Cities like St. Louis, Kan- 
City, Minneapolis, St. Paul, Omaha 
Clevelaid, Indianapolis, and others can 
be counted on to send large delegations 


son 


Sas 





to the meeting. The life insurance men 
of Chicago realize that they have a big 
tasg on their hands and are starting 


early to make their plans. 


OHIO NATIONAL’ S CONVENTION 


Builders Club of Cincinnati Company 
Is Holding Its Annual Meeting 








at Cedar Point “Of course if some unforseen cir- 
este. cumstances should happen,” continued 
“~. Baotitn. © ' ‘ Mr. Copeland, “as for instance, the 
; rhe a ae of the Ohio Na- —— ticup of the nation by a con- 
sessions continuing until Saturday. r our “business will ae “affected. Vater 
7 — &. : ‘| writers in the industrial centers at the 
W. Appleby, president of the company, | present time are not turning in an extra 
who had just completed a ten-day mo-| Jarge yolume of business. 
tor trip through Indiana, Michigan and “Our best sources of new business in 
Ohio, went straight on from the home | the fall will be the rural districts. All| 
othce at Cincinnati to Cedar Point tor | over the country farmers are now busy 
the convention. The speakers listed harvesting good crops. The year has 
for the meeting are: | heen a prosperous one for the .verage 
How May a Life Insurance Man Edu- | farmer, and life insurance underwriters 
cate Himself +d. W. Millhollane | ore going into the farming communities 
(Discussion by Freeman Essex) | thromsthout the etat tay “wae ‘ i 
What Should ; Life Insura Man | S . ates or suUSINeSsS ane 
Know and Why? M. EF. Burket | they will not be disappointed. Signs of 
(Discussion by Walter H. Otto) |} awakening have been seen in these dis- 
What of the Future? Db. S. Bromley | tricts and our agents are optimistically 
The Man .... T. W. Appleby | predicting records for autumn months. 
Life Insurance as a Busines G. C. Hill | 
The Education of My Men More Large Policies Written 
PM tds peta ple EB. Glasabrook | “We find that a great number of large 
T M. Townsena | Policies are written in increasing num- 
What Sold Me the Life Insurance | bers. Men of large affairs seem to be 
Business .... ; ..C. R. Heberling | more settled in their business relation- 
An Address . ‘ .R. H. Longwell | ships and therefore feel freer to buy life 
How I Present Life Insurance... . | insurance. The same increase ‘s also 
PRLS og dene hag ee Seu sate remple | shown in better business in corporation 
-e...e ed. R. Harris | surance, 
Criticism of Bulletin... Cc. F. Wetzel | “As a summarizing statement you 
Cc. M. Cartwright, managing editor of | may say that life insurance at the pres- 
The National Underwriter, Chicago, is | ent time is in a better condition than it 
the speaker at the annual dinner | was at this time last year and that if the 
‘ oe 2 idjustment of the country 


Western Life Agency Mecting 


The Western Life of Des Moines 
called 22 agency supervisors from veri- 
ous Iowa points into the home office | 
for a conference and get-together meet- 


ing Monday and Tuesday. A_ school | 
of instruction at the Grant Club featured | 
Monday afternoon, following luncheon | 
with a party at Riverview Park at night | 
for the men and their wives. Tuesday 
all went to the state fair. Special enter- 


tainment was provided for the women. 


THE NATION. AL 


This auditorium seats about STEADY GAIN IS SHOWN 


G. E. COPELAND OPTIMISTIC 





Superintendent of Agencies of North- 
western Mutual Life Compare 
Production With 1921 





MILWAUKEE, WIS., 29.— 


Aug. 


“The steady improvement in industrial | 
and general business conditions is re- 
flected in life insurance as we !ind it,” 


George E, Copeland, superintendent of 


agencies of the Northwestern Mutual 
Life, declared. “This return to satis- 
factory conditions was first noticed in 
March. Our new business was showing 
a loss month by month since the fall of 
1 a year. The falling off in all lines 
continued until March, 1922. That 


month showed a smaller loss than Feb- 
ruary. April and May continued to show 
decreasing which -were gradually 


losses, 


reduced until June, 1922, which month 
showed a slight increase 
Industries Generally Awakening 


“It was in the same manner that busi- 
ness improved generally. Industries in 


the country started a general awakening 
in March. The improvement was slow 
but sure and continued up into the sum- 
mer months, when all concerns were 
operating. The unemployment situation 
had been alleviated and life underwrit- 


ers began to share in the return to pros- 
pe rity. June records of our company 
list a gain in new business of $1,060,000. 
July figures show a gain of $2,000,000 
and the first 15 days of August showed 
a gain of approximately $1,500,000 over 
the same period last year. We expect to 
enjoy a $3,000,000 increase in business 
this month over August, 1921. This 
should continue through the autumn 
months, prosperous business conditions 
reflecting themselves in gains for life 
insurance companies. 





Effect of Industrial Conditions 


will be in a far 
time 


continues, it more 


inues.” 


im- 


proved condition as cont 


Acacia Mutual Bill Passed 
The House of Representatives at 
Washington has passed the bill intro- 
duced by Representative Williams of 


Illinois incorporating the Acacia Mu- 
tual Life Association in the District 
of Columbia. This is the new name pro- 
posed for the Masonic Mutual Life of 
Washington. 








| 


UNDERWRITER 


GREAT INCREASE SEEN 


|REVIEWS MINNESOTA GROWTH 


| 





industrial 


Insurance Commissioner Wells of That 
State Gives Figures on Expan- 
sion of Insurance Business 


-That 


years 


Sr. PAUL, MINN, 


companies in 


Aug. 30. 
insurance recent 


1ave made tremendous growth in all 


underwriting, and in so doing 
added greater p 
property, but 
general benefit of the 
substance of a_ public 
Commis- 


nes of 


] 
li 
] rotection 


lave not only 


to life and re-invested 
sums for the 
public, is the 
statement issued this week by 
sioner Wells of Minnesota. Mr. Wells 
also calls attention that the taxes paid 
the state of Minnesota by the insurance 
companies have increased nearly 400 
percent the past ten years, and are now 
considerably over $1,000,000 a year. 
Helps Develop 


Mr. Weils’ statement says in part: 
“Insurance premiums collected on 
lives and property in Minnesota in the 
past five years have increased 90 per- 
cent, or from $33,462,865 to $60,150,740, 

and in the past ten years, 140 per cent. 
‘The public in buying insurance of all 
kinds, not only protects life and prop- 
erty, but indirectly, through the invest- 
ment of the funds of insurance compa- 
nies, plays an important part in the de- 
velopment of the nz itural resources and 


large 


Nation 


business interests of the state and na- 
tion. 
Life Insurance Statistics 
‘Taking, for illustration, life insurance | 


companies 
1911, 21,- 


legal reserve life 


written by 
we find that in 


in Minnesota, 
of insurance, excluding industrial busi- 
ness. of which there were in addition, 
42.490 policies written for $5,896,449 of 
insurance, whereas. in 1916. 
39,886 ordinary policies were 
amounting to $76,162,520 of in- 
and 55.995 industrial policies 
$7,048,476: and in 1921, 
82.880 ordinary ‘policie s for $184,486,946 
and 71,675 policies for $12,113,224, or 
an increase in ten years in ordinary of 
over 400 ner cent in the number of poli- 
t and over 450 per cent in 
insurance represented 
industrial business 


we find 
written 
surance 
amounting to 


¢ies written, 
the amount ol 


thereby, while the 

has inereased over 75 percent in num- 

ber of policies written and 140 percent 
insurance during the same 


m Backhoe of 
period.” 


Kansas Proposal Starts Fight 
W. Y. 


for governor in 


Republican nominee 


has brought on 


Morgan, 
Kansas, 


himself a lot of trouble. After the pri- 
marv Morgan announced his beliet that 
the ballot ought to be shortened up ma- 
terially by making a lot of offices ap- 
poimtive instead of elective. He include d 
n his list the superintendent of insur- 


that he thought the 
served better 


d from 


ance, announcing 
i would be 


appoints 


service 


this official 


state’s 


by having 





among experienced insurance men than 
having anvbody who wanted a iob run 
for it with the possibility of landing the 
place. 

The old line companies seem to have 
received the announcement with equa- | 
nimity but it doesn’t it the mutuals 
or the fraternals the least bit. They 
blew the lid off and have started their 
organiz iti n work to prevent this being 
lon The mutuals and fraternals and 
also the “stock-with policy” life com- 
panies peculiar to Kansas and scme 
western states see in the move the pos- 
sibility of control of the insurance de- 
partment by the old line companiss and 
thev fear this would mean continual | 
trouble for them and a lessening of the 
troubles the old line companies would 


have with the department. 


358 policies were written for $40,991,466 | 


jin 1921 


1922 


BENEFITS PAID IN 1921 


August 31, 


FIGURES ON LIFE INSURANCE 


Issue of “In- 
Tell of Rapid 
Growth and Great Size 


Computations in Annual 
surance Press” 


rhe total of life insurance 
out during 1921 is given 
insurance statistical 
surance Press” of New York at $1.170- 


722,000, Th 


sis of le lite 


benents paid 
n the annual life 
number of the “Tr 

a detailed ar 


IS ISSUE 


gives 





msurance payments in ever 


city in the country. It gives the totals by 
states, ~ cities and by causes of rue 
One of the interesting features in the re- 
port is that covering the automobile 


deaths. It is estimated that 12.500 deaths 


occurred during the year as a result of 
automobile accidents. The death rate per 
million from automobiles throughout the 
country has increased from 149.7 in 1920 
to 155.1 in 1921. Chicago has the worst 
record of the large cities, its rate being 


194.6. Other leading cities are as follows 


Cleveland, 185.3; Cincinnati, 189.3: San 
Francisco, 176.9; New York, 147.6: Phila- 
delphia, 136.2; and Boston, 137.3. Los 


highest rate of any im- 
portant city, its ratio being 291. Detroit, 
the automobile center, reported a death 
rate of only 125.2. Automobile accidents 
contributed almost 70 percent of the total 
“traffic” deaths, which include those 
— by street railways, steam railways 


\ngeles had the 


and all other vehicles. 
Tremendous Business 
The total life insurance premiums paid 


There are 
insurance 


were $1,170,000,000. 
life 


approximately $0,000,000 


policyholders, their average yearly pay- 
ment being $43. The extent to which 
policy loans were sought during the past 


vears is indicated by the large increase 
shown. Insurance in force increased over 
$18,000,000. Life insurance has increased 
120 percent during the ten years ending 
in 1920, while the population of the United 
States increased only 15 percent. 


Extent of Benefits 


The total of 
dowments, annuities, 
additional accident 


death claims, matured en- 
disability claims and 
death benefits was 


| $673.900,000 and the total of payments for 
premium savings, dividends, lapsed, sur- 
rendered and purchased policies was 


The largest single payment 
was $1,517,820 on the life of 
Schlesinger in Wisconsin. 
50 cities in which over $1,000,- 


vear 


$384,900,000 
last 
Ferdinand 


There were 

000 was paid out. The increase in large 
policies carried is shown by the fact that 
at least 30 men carry $1,000,000 life insur- 
ance or more. This is partly because of 
the great demand of estate taxes, an esti- 
mate of $250,000,000 being given for the 


amount paid last year for estate and in- 
taxes Business insurance 1s 
rapidly adding to the list and it is 
that if a complete check could 
would he found that over 50 


than $1,000,000 life insur- 


heritance 
also 
ated 
he made it 
carry more 
ult of business 


estim 


men 
ance as a res insurance 
——_ —_.+—__ 


Big Loans 
Aug. 


mortgage 


Prudential’s 
NEWARK, N. J.. 
Prudential reports 855 
totalling $5.47 
lowed for the 
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FRANKLIN LIFE GIVES 
SUBSTANDARD PLANS 


Feature of Annual Agency Con- | 


vention Was Detailed Out- 
line of New Policy 


RECORD CLUB ATTENDANCE 


Three Company Clubs Gathered 
Home Office in Springfield, IIl., 
for Tenth Annual Rally 


at 


Detailed announcement of the Frank- 
lin Life’s entrance into the substandard 
held featured the 


business session of 


the tenth annual convention of the com- | 


pany’s producers clubs, held at the home 
eothee at Springfield, Ill, last week. 
F. 


tuary R. Jordan explained in detail 


Ac- | 


the company’s plans regarding the new | 


disability and substandard business and | 


said that no substandard risks would be 
accepted through brokers or agents of 
other companies. 
the 


Further analysis of 
Dr. O. F. 
Maxon, medical director of the Frank- 
lin Life, who took up “Substandard as 
Viewed by the Medical Department.” 
Substandard business was a matter of 
great discussion at all sessions and a 
working program for writing it was 
outlined for the field men of the Frank- 
lin Life. 


problem was given by 


Big Club Meetings 


[his annual meeting of the $500,000. 
$250,000 and $100,000 clubs was 
the largest and most enthusiastic 
agency meetings ever held by the com- 

any. Nearly 300 guests were enter- 
tained. D. E. Cook of Alabama quali 
ed for the presidency of the $500,000 
Club, W. C. Bell of Alabama was made 
president of the $100,000 Club, and M 
€. Mobley of Georgia was appointed 
vice-president of the $100,000 Club. The 
new president of the Half Million Club, 


one 


ol 


was then presented with two gold 
watches, one from the “old guard” of 
the Franklin Life and the other from 
the company. Vice-president Abels 


then presented awards for renewal rec- 
of the club members, the five 
leading agents being Guy MacLaughlin, 
lexas, and N. C. Boyle, Mississippi, 
both with 100 percent renewal records; 


ords 


W. J. Olive, Michigan; W. B. Rems- 
urg of Illinois, and R. C. Fuquay of 
ie¢Xas. 
General Discussion 
\n interesting part of the program 
as the general discussion on topics 
inded in by agents themselves. One 


of the subjects which took most of the 
ime was “Advantages of the Non- 
Participating Plan of Life Insurance.” 
President George B. Stadden delivered 
the closing address of the first session 
on “Loyalty as a Business Asset.” The 
I of the afternoon session was 
ntroduced by Secretary Will Taylor 
who combined humor with philosophy 

a really serious exposition of “work.” 
\ general discussion then folowed on 
Purpose of Renewal Commissions and 
Their Value to the Agents.” 


Substandard Announcement 


isiness 


It was at this session that the big 
ure of the convention was brought 
the detailed outline of the Frank- 
Life substandard program Actu- 


Jordan made the announcement and 


down certain rules for the agents. 
le said that only applications taken 
the regular line of business which 
ve substandard after medical exam- 


ition would be considered. Mr. Jor- 
said also that only business from 
Franklin Life agents would be accepted 
The agents were warned to refrain from 
searching out this kind of business, but 








LIFE 


|'TO CULTIVATE CITIES 


NEED FOR BALANCED RATION 

Companies that Have Been Devoting 

Their Attention to the Country 
Need Different Territory 


More 


and more companies that hav. 
been depending on farming districts 
tor their production find it highly de 
sirable to build up a city organization 
The smaller companies have found th« 
cities an expensive proposition he 
cost of operating is higher in propor- 
tion The city agents demand more, 
there is more high woressure business 
and the brokerage secured is often un- 
desirable The career of the smaller 
companies in the cities has not been 
satisfactory In many ways Competi 
tion is much sharper However, with 
the present depression in the country 
districts, the tendency is to cultivate the 
cities where business is fairly good and 
where people have money to buy life 
insurance [The companies that haye 
been relying on the country districts 
altogether say that it is essential if the 
cities are to be cultivated to have an 
agency organizer who is familiar with 


the city business and the development 


of city agents 
only to take that which is regularly 
offered. He said that the premiums 


will be based upon multiples of stand- 
ard mortality rates of the American 
Experience Table and that special pre 


miums and nontorfeiture values have 
been calculated on both life and en- 
dowment plans Certain cases which 


may be expected to improve trom sub- 


standard to standard risks will bear a 
temporary extra premium, but non 
forfeiture values will be the same as in 
standard cases. The same. general 
problem was discussed by Medical Di 
rector O. F. Maxon, who analyzed the 
difficulties which may be met in this 


Dr. Maxon estimat- 
average of 6 percent the 
written in the past by 
could have 
substandard 


class of business. 
ed that an 
applications 
Franklin Life 
accepted on 


ot 
agents, been 
a basis 
Others on Program 


F. D. Van Amburg, editor Silent 
Partner,” the meeting with an 
address on “How to Fail.” In Mr. Van 
Amburg’s opinion, seven points are es 
sential to individual and art 
applicable to the individual Integrity 
ranks first among them. He said that 
credit should be based upon morals 
rather than upon financial strength; 
habits have men, men do not have 
Mr. Van Amburg said that loy 
to self results in lovaltv to others 
“business itch,” ambition 


ot 


closed 


success 


hab- 
ws 
alty 
enthusiasm, 
and courage 


“he next session was opened by 1 
H. Offner, agency counsellor of the 
Massachusetts Mutual Life of Chicago, 
who spoke on “Business Life Insur 
ance.” Mr. Offner discussed the pos 
sibilities of business imsurance as al- 
fecting the eld of the average under 
writer. He said that it is much needed 
coverage with a very large and prac- 
tically undeveloped field The prin 
cipal speaker at the last business ses 
sion of the convention was Darby A 


Day, president of the Chicago Life Un 





derwriters’ Association, Chicago man- 
ager of the Mutual Life of New York 
who spoke on “Income Insurance.” His 
talk was an inspirational appeal tor 
nonthly income settlement talking 
points and arguments in favor of this 
rlan being given. 
Grow Into Larger Space 

PORTLAND, ORE Aug. 30.—In 

creased business of the Oregon Life has 


taking over of additional 
in the Corbett building at 
The concern’s records show 
in the volume of busi- 


necessitated 
office space 
Portland 
a steacy increase 


ness 


INSURANCE EDITION 


WRITING SUBSTANDARD 


EQUITABLE OF IOWA IN FIELD 


Will Write Under- 
average Risk, Offered by Agents— 


Effective Sept. 1 


Take No Brokerage Business 


\nnouncement is made by the Equi- 
table Lite of lowa of its entrance into 
the substandard field, effective Sept. 1. 
rhe company has determined to issue 
policies on the lives of substandard 
risks upon whom there is an expected 
mortality of not more than 200 percent 
of the normal mortality, provided the 


applications of such risks originate with 


the company’s own agents rhe Equi- 
table is emphatic in stressing the fact 
that it will not accept brokerage busi 
ness but only personal business nor 
mally encountered by the company 
agents. No policy will be issued where 
an agent of another company is even 
indirectly instrumental in procuring the 


appheation. 


Some of the types of risks that will 
be insured on the substandard plan are: 
mitral heart murmurs, albuminuria un- 
| der age 45; consumptive family history 
combined with hght weight; irregular, 
intermittent or rapid pulse; history of 
gastric and duodenal ulcers; history ot 
gall stones: history of lung trouble; his- 
tory of presence of gorter; history of 
inflammatory rheumatism; and exces 
sive overweights and excessive light 
weights. The age will be rated up m 
order to cover the extra hazard except 
where the hazard is immediate and ot 
short duration, in which event an extra 
premium will be charged, Policies 
will be issued on the nonparticipating 
plan only. Disability and double im 
demnity benefits will not be incorporat 


|New York Life Promotes Men in the | 


amount 
but 
may 


maxnnum 
be $20,000, 
amounts 

hazardous 


ed in the policies. The 
of insurance written 
HT certam ¢ 
be considered 
occupations an extra premium will lx 
instead of rating up the age 
manual on hazardous occu 


been issued 


will 
larger 
In « 


ases 
ase ot 
charec d 
and a 


yati 
| i ms 


new 


has 


|\CHANGES ARE ANNOUNCED 


Ranks Following Resignations 
of Two Officials 


Following the resignation of James 
H. McIntosh, general counsel for the 
New York Life, and Edward I, Devlin 
superintendent of the real estate and 


| mortgage loan department, the company 





announces that Harry H. Bottome, gen 
eral solicitor, has been made general 
counsel, continuing in charge of the 


financial department as 


legal end of the 





T. F. LAWRENCE OFFERS 
JUSTIFICATION OF “‘AD”’ 


Vice-President of Missouri State 
Life Explains Aims and Pur- 


poses of Company 


NO APOLOGIES TO MAKE 


Says Company is Seeking Only Excess 
Business of Agents of Other 
Companies 


Recently the Missouri State Life came 
out with a two page advertisement in a 
number of the insurance papers, in 
which it offered to compensate agents 
and brokers of other companies very 
liberally for business which they might 
place with the Missouri State and, tm 
addition, announced that any agents or 
brokers of other companies writing 
$250,000 or more of business in the 
Missouri State club rules would be pet 





T. 
Vice-president, 


to take the trip 
with the agents of the company’s 
Million Dollar Club next year 
ot the company. 


F. LAWRENCE 
Missourl!l State Life 


mitted the Pacific 
coast 
Quarter 


at the 


to 


expense 


Makes Frank Statement 


The Nationa Uvuperwerirer informed 
Vice-President T. F. Lawrence of the 
Missouri State that this advertisement 
had evoked a great deal of adverse 
criticism trom company ofliicials and 
general agents Mr Lawrence was 
asked if he would not explain in more 


detail the aims and purposes behind the 
insertion of the advertisement in the in- 
surance press Mr. Lawrence in re- 
prepared a statement explaining 


SPoOtise 


fully the attitude of his company. He 
wrote The Nationa, UNperwrirter as fol 
lows 

“l am very much surprised indeed to 
hear that the offer in our recent adver 
tising made to agents of other com 
panies has subjected us to any criticism, 
as | believe that offer and that adver- 


as honest, trank and fair, 
an ethical plane as any 


tising copy are 


and on as high 


I have seen in any publication in years. 
Aims of Company 
[The Missouri State Life has three 
| aims (1) To make the Missouri State 


heretofore. Louis H. Cooke, heretofore 
principal assistant in the law depart- 
ment, has been made general counsel | 
and will have charge of the legal affairs | 
of the company in place of Mr. McIn 
tosh Frederick M ( orse one ot the 
secretarics, has been given general 
charge of the real estate and mortgage 
loan department. R. A. Chichester, who | 
has been connected with the mortgage 
loan branch, has been mad uperi 
tendent of mortgage loans and Sidney 
Il. Woods, for many years in the same 
department, has been made superintend- 
ent of real estate. 
Texas Territory Adjusted 

Che general agency ol Cherry & 
Cherry for the Bankers Life of Des 
Moines at San Antonio, Tex., has been 
enlarged by the addition of a large 
block of territory in the southeastern 
part of the state which centers around 
Houston. This territory has been han- 
died as a part of the Dallas agency 
with a branch office at Houston. The 
Cherry & Cherry agency has given up 
four counties in north central Texas to 


the Dallas agency. 


Life the best company to represent; that 


is, we want to appeal to the new men 
coming into the business whom we 
are going to train as Misouri State Life 
men from the ground up, providing 


more opportunities for them in the way 
of service, education, rapid service on 
business, and increased opportunities 
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for income through substandard, acci- 
dent and health and group insurance. 
“(2) Realizing that there is a great 
deal of business brokered by agents of 
other companies for some 
reason it is business that their own com- 
panies will not handic, whether surplus, 
substandard, accident, health or group, 
we have aimed to give a service that 
would appeal to every man in the in- 
surance business at some point, because 
busi- 


because 


practically every man has som 
ness to broker. 

“(3) To reach as nearly as possible 
the ideal of 100 percent issue on applica- 
tions received, believing as we do that 
practically every man is entitled to some 
form of insurance at some rate. It 
is our earnest conviction that a com 
pany that is using the intelligent effort 
to work out a basis to insure the great- 
est percentage of people who apply to 
it is doing a far greater service to the 
public and justifies its existence and its 
charter to do business as a public insti- 
tution more fully than the company 
which takes only the cream of the physi- 
cal risks, leaving the man with a slight 
physical impairment and who, therefore, 
needs insurance the most and whose 
family needs protection the most, to go 
without it, and then brags about its low 
mortality. 

Not Seeking Other Agents 


“We think there can be no argument 
on that point, and certainly we are doing 
a great public service if we extend these 
benefits to all agents rather than if we 
confine them in the circle of our own 
agency organization. 

“We are not looking for agents of 
other companies to come with us, ex- 
pecting to build our business through 
brokerage connections and through our 
own full-time organization, and the lat 
ter we expect to build from the ground 
up by taking men new to the business 
and training them under our general 
agents, managers and special agents. 


Changes Inevitable 


“Of course, we do occasionally take 
men from other companies, but we do 
so only in special cases, such, for in- 
stance, as where we are going into new 
territory where we have no available 
material in our own organization; and 
there we do not advertise for men, un 
settling numberless men by painting a 
picture of a wonderful future, but find 
out the best man in the community for 
our purpose and then offer him a propo- 
sition provided we can do better for him 
than his own company can or will do. 
That we believe we have a perfect right 
to do, as we cannot claim that in this 
business we are operating as organized 
baseball and that cither general agents 
or companies have any vested interest 
in their men. We have no objection to 
another company taking a man from 
the Missouri State Life if that company 
can do better for him that we can in 
offering him a larger opportunity for 
the future. 

Large Cities Situation 


“In the big cities for two or three 
years we have been getting a large large 
brokerage business from agents of other 
companies. These men have been well 
satisfied with our service on business 
that their own companies would not 
handle, and many of them have qualified 
for the last three years for our various 
club conventions. Now, as that class 
of business—business that their own 
companies will not handle—is all we 
want from agents of other companies, 
we felt that advertising of the sort in 
question was the proper thing for us to 
do, rather than for us to appear to be 
bidding for the full time service of 
agents of other companies as we would 
were we less direct and frank in our 
advertising. 

No Apologies to Make 


“Practically all companies and general 
agents allow and expect that their men 
will broker in other companies business 
that their own companies will not handle 


and have no objection. That being so, 


what objection is there to our making 
a bid for that business and telling what 
we have to offer in the way of service 








THE NATIONAL 


DEATH RATE ADVANCES INSURANCE AND CREDIT ARGUMENTS MADE FOR 


UNDERWRITER 


FIGURES OF METROPOLITAN |FITTSBURGH BANKERS’ VIEWS 


Statistics for First Six Months of Year| Officials of 


Show Increase in Heart 
Diseases 


NEW YORK, Aug. 30.—According 
to statistics compiled by the Metropoli 


tan Life, the deaths from infectious dis- | 


declined during the first — six 
months of this year, but deaths from 
influenza, pneumonia, organic diseases 
of the heart, chronic nephritis, automo- 
bile accidents and suicide increased. The 
death rate from tuberculosis is 15 per- 
cent lower than for the corresponding 
period of last year, and last year’s ree- 
ord was a very low one. rhe tables 
compiled show a decline in the death 
rate from diphtheria, which fell from 
24 deaths per 100,000 of population last 
year to 19 for the tirst half of this vear 
Declines in the death rate for the per- 
iod were also recorded for typhoid fe 
ver, scarlet fever and whooping cough. 
Intluenza, according to the Metropoli 
tan’s figures was about three times more 
prevalent this vear than in the corre- 
sponding months of 1921, the rise being 
from 11 last year to 32.7 this year for 
white, and from 24.3 to 58.1 for col- 
ored people. Pneumonia rose this year 
from 55.6 to 62.2 for white and from 
95.1 to 113.4 for the colored race. 


cases 


Increase in Heart Trouble 


Life insurance medical men are show- 
ing an interest in that section of the 
report which shows that the mortality 


Firancial Institutions in 


That City Give Their Attitude 
Toward Borrowers 


PITTSBURGH, PA, Aug. 29 \s 
in other large cities, Pittsburgh banks 
attach considerable importance to life 
msurance in the extension of credit. 
Here are the statements of some of the 
leading nancial institu- 
tions in this citv: 

John E. Potter, president Potter Titk 
& Trust.—In regard to the matter oi 
the attitude of bankers towards life in- 
surance, | would state that the amount 
of life msurance carried by a customer 
is always an important element in 
grantme a line of credit. If the cus- 
tomer is carrying a permanent line, we 
preter to have him take up life insur- 
ance and assign it to us as collateral 
sccurity, espe cially if the borrower 18 
not especially strong financially. I con- 
sider it unnecessary to state that it al- 
Ways man's financial 
standing to carry a reasonable amount 
ot life insurance It probably would 


othcials of 


imcreases inh 


}not be of much assistance to the bor- 


from organic diseases of the heart was | 
higher in the first six months of 1922; 


than in the same period last year. Mor 


tality from this cause this year was} 


20.2 per 100,000 in excess of what was 
expected on the basis of the trend ot 
mortality during the corresponding per 
iod of each year for the last eight 
years. At the present time it is imm- 
possible to say what factor has brought 
about this sharp rise in heart disease 
mortality during 1922. 


and coverage? Naturally we have said 
it by word of mouth through our ofti- 
cers, general agents and branch offices 
managers for some time, and there has 
been no criticism. We are not accus- 
tomed to saying things by word of 
mouth that we are ashamed to put in 
public print. We have 
make whatsoever for our position on 
this advertising copy. 
Believes in Kate Book Man 


“We believe in the man who carries 
the rate book. He is the man who has 
built and is building our companies. He, 
we believe, is entitled to a Just compen 
sation and  non-forfeitable renewa’'s. 
We might have stated the amount ot 
our first year commissions and renewals 
in our advertisements, but we expressly 
refrained from doing so, believing the 
bare statement that the first year com- 
missions were liberal and renewals non- 
forfeitable sufficient. The retiring presi- 
dent of the National Life Underwriters 
\sociation, Mr. John L. Shuff, stated 
before a meeting of the St. Louis Life 
Underwriters Association recently that 
every man in the business was entitled 
to renewals. We have heard no criti- 
cism of him for that statement and cer 
tainly none could justly be made, though 
it might have interfered with the plans 
of some general agents. 

Should Advertise Attractions 


“Because we are doing things that 


no apologies to} 


jcago south — side 


| carries We believe the 


rower to secure lite insurance simply 
ior the purpose of establishing a line 
of credit \s a rule, we always take 
nto consideration the age of the policy. 
Affects Financial Standing 

A. ¢ Robinson, president Peoples 
Savings & Trust The great bulk of 
our loans are made upon collateral. so 
that we do not have to consider the 
question ot lite insurance carried by 
the applicant ior a loan 
make a loan based purely upon the 
credit of the individual or corporation, 
we do take into consideration the fact 
oft lite insurance carried and we believc 
that, im cases where the death of the 
individual might materially affect the 
financial standing and conduct of the 
business of any concern, life insurance 
should be carried on such an individual, 
and, if advisable, assigned in sufficient 
amount to the maker of the loan. 

J. E. Birmingham, credit manager, 
Pittsburgh State Bank.—In some cases 
we make inquiry as to the amount of 
ite msurance the applicant for a loan 
partnershy 
insurance plan is good and we believe 
that it would carry considerable weight 
m making a loan to a partnership ir 
quite a number of cases, and we con- 
sider it an additional safeguard 


Conservation Prize Winners 


\nnouncement of conservation prize 
winners has been made by the Illinois 
Life, Manager J. M. Kelly, of the Chi 


agency, being pro- 


|claimed winner of the first conservation 


| 
| whose 


some other companies are not doing and | 


giving some service that some other 
companies are not giving, should we 
keep it to ourselves? The various moves 
we have made in improving the service 
of this company for handling big lines 
of insurance, giving rapid action on ap- 
plications, writing substandard, acci- 
dent, health and group, and the expan- 
sion we plan for the future—are all to 
make this company an attractive com- 





prize with a renewal percentage of 96. | 


This is the third time’ Mr. Kelly has 
carried off the first prize, having won 
it in 1918 with a percentage of 97.73 
and in 1921 with a percentage of 97. 


The second prize went to District Man- | 


ager Daniel bb. Ryan of the same agency, 
percentage was 4. \ssociate 
General Agent W. R. Childs of the 
southwestern department in Kansas 
City took third prize with a percentage 
of 90, Manager George F. Bashman of 
the same department was fourth with a 
percentage of SS and Manager Edwin 
Hansen of the Chicago agency was fifth 


with a percentage of 87. 


pany to represent, and any company 
officer who is on to his job should, we 
believe. be trying to make his company 
better from a policyholder’s and agent's 
standpoint. I have noted no hesitation 
on the part of the companies who are 
not doing some of the things we are 
doing to advertise some of the things 
in which they think they excell, such as 
possibly size or age or what they have 
been doing for the last forty, fifty, sixty 
or seventy years.” 


When we} 


August 51, 1922 


NONCANCELLABLE PLAN 
R. A. Sty ot Kansas City 
Says it is Most Compre- 
hensive Policy 


SUPPLEMENTS OTHER LINE 


Ordinary Policy May Fail to Provide 
Complete Coverage in Time of 
Total Disability 


R. A. 


is one of the leading accident and health 


Ridgway of Kansas City, M« 


producers for the Federal Life of Ch 
cago. He has made special study of tl 


noncancellable accident and iealtl 


policy and has been very successful 
writing this form of disability coverag 
Mr. Ridgway has developed a compel 


ing sales talk for “non-can” prospects 


During the course of his canvass he 
likens the ordinary disability policy and 
the noncancellable contract to mrst and 
second mortgages. He declares that 
investors can often make as much as 12 
percent by purchasing second mort- 
gages, but that a majority of men pre- 
fer to buy first mortgages at 7 percent 
and be absolutely sate. They will 
forego the additional 5 percent interest 
order to be sure of their principal. 


i! 


Are Not Comprehensive 


Mr. Ridgway then points out that 
some of the disability policies sold at 
fairly low premiums often ,contain at- 
tractive features. They have the frills. 
They provide liberal indemnity to as- 
sureds who are disabled or injured un- 
der certain specified circumstances. But 
they are not comprehensive in thei 
scope. They do not fill the entire bill. 
Chey fail to indemnify a man over an 
extended period for an illness or dis 
ability of long duration. They do not 
permanently insure him his principal 
and in this they fail, just as does the 
second mortgage. Both the ordinary) 
low price accident and health contract 
and the second mortgage, may possibly 
produce a handsome net return, but 
they may also fail to provide their 
owner with a steady, dependable income 
over a long period of years and at a 
time when it is most needed. 

Mr. Ridgway repeatedly states dur 
ing his canvass that the noncancellable 
contract costs only 2 percent and in 
order to impress upon the prospect's 
mind the permanency of the contract 
and the importance of its noncancellabk 
feature he says, “I am selling you a 
policy and not merely renting one to 
you.” When the prospective policy 
holder asks what he means he then ex- 
plains more in detail the noncancellabk 
teature of the contract. 

In order to make plain how the non- 
cancellable policy supplements and aug- 
ments the disability contract usually 
purchased by the average prospect, Mr. 
Ridgway often says, “The average man 
in fairly comfortable circumstances does 
not need two automobiles, does he? He 
usually wants one good machine. That 
is enough for the purposes of most men 
But if he has only a motorcycle he needs 
a good car to carry him wherever he 
wants to go. He must have a machine 
for the ordinary uses of himself and his 
family. He cannot expect to get by 
with a motorcycle. It will not do. It ts 
unsuited to his position and circum- 
stances. His family will not stand tor 
it. They want an honest to goodness 
car that will be of some service to them. 

“So it is with accident and health 
insurance. No man can expect to get 
along properly with a motorcycle policy. 
He must have in addition a comprehen- 
sive, all-embracing contract that w! 
meet every contingency and stand 
l!under all emergencies.” 
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SLOW IN TEXAS, BUT | 
GOOD BUSINESS AHEAD 


Improvement Is Expected as Soon 
as Crops Begin to Move 
in That State 


ALL WATCH THE FARMER| 


Good Prospect for Cotton Also Means 
Increased Life Insurance Sales, 
Company Officials Say 


VALLAS, TEX., Aug. 29.—While 
roduction in Texas recently has been a | 
slow, due to the entire business world | 
g in the regular summer doldrums, | 
insurance companies tn Dallas are | 
going to show an increase over last | 
r’s business when the books are 
losed the last of December, and from 
September on writing hte imsurance is 
going to be the favorite pastime of 
gents mm the Lone Star State. That 1s 
the general opinion of officials of Dal- | 
las companies and general agents here. 
The late summer is always dull in 
rexas. It is the hiatus between dispos- | 
ing of principal crops and people go a 
ttle slow in buying anything. The 
otton crops will begin to move shortly 
ind from the first sales until the entire 
crop is marketed life insurance com- 
nies expect to see business hooming 


All Depends on Farmer | 


Generally speaking, the life insur- | 
ance business in Texas depends ibso- | 
lutely upon the crops made by _ the 
iarmer. If the farmer produce sand gets | 
a fair price, not only does he buy insur- | 
ance but money gets into circulation 
and the laborer, clerk, merchant, me- 
chanic, machinist, tinner and all other 
persons are in line for all the protection 
they can afford. The life insurance men 
know this and are now mapping out 
plans tor a selling campaign which will 
bring results during the remaining | 
months of the year. 

L. M. Cathles of the Southland Life | 
said that while business has heen a | 
little slow, the prospects are very bright. 
Mr. Cathles said everything depends | 
upon the cotton crop. He declared there | 
appears to be a good crop guaranteed | 
and the prices apparently will remain up. | 
This, Mr. Cathles said, would mean the | 
farmers will have more money, the | 
rural community will be in better condi- 
tion, old policies will be rene wed, notes 
will be paid and new policies written. 
Mr. Cathles said right now there 15s lit- 
tle business being written in the rural 
districts because the farmers have not 
gathered their crops. They are alive to 
the necessity of life insurance, want 
it and are going to buy when they are 
bl That will be in a short time. 


Salaried Man Best Bet 


Mr. Cathles said salaried men or men 
who are making good in the ‘usiness 
world or other lines are the best bets 
lor imsurance now and that while some 
large policies are being written the gen- 








eral line of policies run from $1,000 to 


rovement in the demand for business | 
irance and that with the settling of | 
nditions the demand for this line | 
iid increase along with the demands | 
ll other lines. Agents are not over- 
king anything in the nature of a| 
1.” whether it be persons who have | 
irred obligations they wish to care | 
persons who would protect el 

i 

| 


$53.500. He said there had been some | 
} 


s and pav income taxes. They are 
going atter them all and writing some 
lies ness 

( Bigger of the American Life 
nsurance, while not confining his | 
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Ever See a Blind Man 
Play Pool? 





He makes a lot of commotion sometimes but 
nothing ‘‘drops.”” He may put a lot of “‘steam’” 
behind his shots but he seldom pockets anything. 


So it is with the life insurance salesman who 
lacks expanding vision in his work. He takes 
chance shots and now and then gets a small coun- 
ter but he will never be a leader in his field. 


He is guided away from all haphazard methods 
when he links up with The Lincoln Life. 


Agents know what to expect from Lincoln Life 
Service. It is with them every day. It sees to it 
that they are never ‘‘stumped” on a sales problem. 
It issues policies on practically all applications 
sent in and sends them back ready for delivery in 
record breaking time. 


No agent works “blind” after he has had the fore- 
sight to 











The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $220,000,000 In Force 
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business to Texas, concurred in the 
opinion of Mr. Cathles that the insurance 
business in Texas is now on the eve 
of a great revival. He said apparently 
the boll weevil had not badly injured 
the cotton crop and that a production 
far above that of last year seemed as- 
sured. He was of the opinion the farmer 
would get a good price for the cotton 
and that meant money in the country. 
He thought that with money in the rural 
districts, the backbone of the business 
in Texas, the companies would show a 
wonderful increase for the remainder of 
the year. Another thing which will aid 
the selling of insurance, Mr. Bigger | 
said, is the adjustment of labor trou- 


bles. He thought that would soon come 
about and with that and a good crop | 
over the nation things will abont be 


; i 
back to normal and the insurance busi- | 
ness will get down to old-time form. | 

Bulk of Business From Cities | 


Mr. Bigger said the bulk of the busi- 
ness now, and he does business with all 
parts of the nation, comes from the 
cities. He said that the insurance com- | 
panies have been working the cities be- | 
cause of the salaried positions and the 
fact that many lines of business had | 
been making money. The companies, 
he said, had found the cities more pro- | 
fitable fields during the summer, but | 
that the trend now is toward the rural | 
districts and for the remainder ci the | 


year the work will lie in those dis- 
tricts. He declared his company this 
year will show an increase over the 


business of the preceding year. 

According to Mr. Bigger there is a 
growing demand for business insurance 
everywhere and men are thinking more 
about protecting their estates and their 
dependents generally. In his tine big 
policies come frequently, but he said 
the smaller policies of varied intends and 
purposes feature the business in Texas 
and over the nation. 

Officials of the Southwestern Life, 
the Great Southern Life and the Uaited | 
Fidelity also took an optimistic view. | 
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LIFE insurance’ salesman 

other day said that unless a man 
keeps developing prospects he will find 
himself at times run out of promising 
material. In other words, if he intends 
to drive all his flock into the fold, he 
will have none coming on in the pas- 
ture. He suggests that an agent must 
maintain a well balanced ration. He 
should never run out of material. Of 
course, all life men have enough 





names on their prospect list, but fre- | 
quently a man may find himself without | 


prospects that require immediate 
attention. It frequently happens where 
an agent endeavors to round up every- 
bedy by a certain time, he will then 


| agent 


not have any urgent prospects ahead o: | 


him and will have to do some intensive 
cultivation work. The advice that this 
man gave was to so map out 


one’s | 


work so that he will always have plenty | 


of prospects which can be called urg- 
cases. 
* * a 


IFE insurance men are having greet 

success in canvassing persons who 
are erecting new residences. In al- 
most every city and town there is 
much building going on. People have 
waited for the high prices to pass by, 
but for the most part they are still at 
hand. They have been living in close 
and unsatisfactory quarters. Many are 
taking the bull by the horns and in 
order to get a comfortable place to live 
are putting up a bungalow, house or 
apartment building. On most of these 
buildings there is a mortgage. The in- 
surance man in talking with the owner 
finds out just about the amount of the 
incumbrance. He shows the great ad- 
vantage of protecting his family against 
the mortgage. Many life men suggest 
a term policy equal to the amount of 
the mortgage, it to be converted into 


| 


the ; permanent form as the mortgage is paid 


otf 
One life man said the other day that 


he had created dozens of new prospects | 


through keeping in touch with building | 


activities. When ke new house 
going up, he makes inquiry as to the 


sees a 


owner and finds the amount of the | 
mortgage. 
* * * 
LIFE insurance office has run 


across a rather peculiar case where 
it has an ordinary life policy on a man 
51 years of age. It seems that a rival 
has convinced this man that he 
should have a 20-payment life policy. 
The extraordinary thing about it is that 
the policyholder is willing to pay a 
Ligher premium. Most of the twisting is 
done by convincing a man that he is 
paying too much money for his insur- 
ance and should get a lower priced 
policy. As a matter of fact when the 
age of 50 is reached the difference in 
premium is not so great. This man is 
in good shape and feels that he can 
get his policy paid up by the time he 
is 70 years of age and prefers to have 
it out of the way. The policy is two 
years old. The original company is 
trying to convince him that he can make 
the transfer to much better advantage 
in his old company than by lapsing 
and taking out new insurance at at- 
tained age, which undoubtedly is very 
true. 

* x 

A PRETTY piece of work was done 

by Agent Reece P. Harry of the 
New York Life at Charlotte, N.C. He 
insured the superintendent and general 
manager of a cotton mills company for 
$25,000. After the policy had been de- 
livered and paid for, it occurred to Mr. 
Harry that the cotton mills company 
should carry some business insurance on 





the life of its manager at Charlotte. He 


had a policy of $25,000 issued on the 


corporation form. Mr. Harry then 
went to New York where the execu- 
tive headquarters of the company ars 


located and got !n touch with the presi- 


dent stating that the Charlotte man- 
ager was a very valuable man and 
would be difficult to replace. H 
| showed him the advantage of having a 


fund of $25,000 on hand in case of Mr. 


Harry’s death because it would take 
some time tor a successor to reach 
the point of efficiency that had been at- 
tained by the manager. 

The president told Mr. Harry that 
he had not thought of the project but 
would be glad to consider it. The 
proposition of Mr. Harry’s was laid 
before the officers and the policy was 
accepted. This all goes to show that 


there are undoubtedly frms and cor- 
porations that have branch managers 
or officials located away from _ head- 


quarters that are decidedly valuable to 
their concerns and this opens the way 
ior business insurance. 


Guaranty Life Meeting 


The agency convention of the Guar- 
anty Life of Davenport, la., will be held 
at the home office, Sept. 1-2. W. E. 
Bilheimer ot St. Louis will have charge 
of the first day’s proceedings, the ses- 
sions being given over largely to in- 
struction in salesmanship. There will 
be a banquet in the evening and some of 
the directors of the company will make 
short talks. There will also be talks 
from the state managers. Saturday fore- 
noon will be given to going over the 
policies issued by the Guaranty Life and 
bringing out their selling points. In 
the afternoon of the second day there 
will be a picnic. 





L. EK. Mitehell has been made assistant 
secretary of the Atias Life of Tulsa, 
Okla. He has been in charge of the ac- 
counting department. 














OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets - ° 


$21, 100,000.00 





Lincoln, Nebraska. 


May 3lst. 


settlement of my policy. 


Bankers Life Insurance Company, 


Very truly vours, 


ALBERTA D. BUNTON. 


MAYSVILLE, MO., June 1, 1922. 


I wish to thank you very much for your prompt and courteous 


Gentlemen: I wish to acknowledge receipt of your check for 
$4,284.90 handed me today by your Mr. W. O. Miller, General 
Agent, in settlement of my policy No. 10259 which matured on 


Name of insured............... Alberta D. Bunton 
Se ee aeieeonnaee Maysville, Mo. 
Ee a cignce ch aeceedeneeseel $5,000.00 








BANKERS LIFE INSURANCE COMPANY 


TWENTY PAYMENT LIFE POLICY 


Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 


ee I WN iendsdcde ccaesande 


SETTLEMENT 


Total cash paid Mrs. Bunton............. $4,284.90 
And 20 years insurance for nothing. 


If interested in an agency or policy contract write Home Office, Lincoln, Nebraska 
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STRIKES HURT SALES 
TO WEALTHIER CLASS 


Harder to Sell Them Life Insur- 
ance Because of Financial 
Disturbances 


| & Co. 





PSYCHOLOGICAL EFFECT 


With Corporation Dividends Reduced 
They Have Been Waiting to See 
How Things Come Out 


CLEVELAND, O., 
periences of life underwriters here 
cate rather an unusual development of 
insurance 


Aug. 22.—Ex- 


indi- 


interest in life among the 
wealthy class of This, 
is not so noticeable as it would 


more people. 


however, 


have been, had not the coal and rail- 
road strikes occurred just as business 
got well started on the upward trend. 


The earler part of the under- 
writers got their forces straightened out 
for an extended and efficient campaign 
and their offices doubtless would have 
shown unusual gains over last year, had 


year, 


there been no interference, but, as it is, 
they can not count on the volume they 
had anticipated, whether from the men 


of ordinary income or the more wealthy 
people, since the depression caused by 
strikes has furnished fancied excuses for 
all alike. 

Situation Psychological 


In the case of the wealthy people the 
situation is perhaps psychological in 
many instances, but some of them are 
real, as their money is largely in stocks, 
which are paying either small dividends 
or none whatever. While really 
wealthy, their incomes have been re- 
duced and they find they can not do the 
things planned either in the way of ad- 
ditional protection or additional activity 
in other directions. This is the situa 
tion found by many of the solicitors 
who have given their attention to this 
class of men. 

Hard work, however, will in al! 
probability put most of the offices over | 
the last year’s mark, should there be no | 
other drawbacks. General agents and | 
managers are endeavoring to make uP | 

| 








in effort the loss of opportunity caused 
hy these unexpected obstacles and, since 
metal, the 
will come 
even if it 


most of them are of real 
probabilities are that they 
through with a good volume, 
is not up to the mark set. 
Importance Is Recognized 


deve loping 
special 


themselves are 


“People 
in insurance for 


more interest | 
purposes than they have ever evinced 
before,” said Elmer W. Snyder, general 


agent of the Massachusetts Mutual Life. 
“Men of money are more than ever | 
recognizing the importance of taking | 
are of obligations in this way. They | 
are talking more among themselves re- | 
garding plans for shifting some of the | 
weight they are carrving upon the life | 
companies.” 

that his 


insurance 
Mr. Snyder said 
developed no particular plan of cor- 
illing moneyed mea other than to point | 
ut to them the various ways in which | 
they can protect and preserve for their 
milies and successors in business the | 


men have 


alth they have amassed. Thev are 
shown how all expenses and side issues 
nnected with their business can he 
vered and are given an insight into | 
various wavs that this protection 

be used. However, he said the 
trikes are interfering seriously with the 
development of big policies which 
uld have come through with eas 


take as 
hold 


herwise. Men who can easily 
uch insurance as they desire are 
ng hack to see what will happen. 
J. W. Chapman of Chapman, Jackson 


| example. 


| ever that they must secure 


LIFE 


Aetna, said 
policic -—— 


general agents of the 
his office is writing more big 
$100,000 cases and up—than heretofore. 
Ten or twelve of his men are giving 
special attention to this class of business 
and are bringing in a fairly good volume. 

“Large policies, we find, are about 
half and half for family protection and 
business purposes,” said Mr. Chapman. 
“Usually these policies do not designate 
the purposes for which they are intended 
or the obligation which they are to dis- 
charge, but instead are to be handled 
through trust companies with which the 
insured makes a contract. The money 
is distributed by the trust companies as 
is designated in the contract, he said 

This plan of distribution is coming 
more and more into use, he said. It has 
been found to be very satisfactory and 
in many instances is handled in connec- 
tion with other business of the policy 
holders. 


Inheritance Tax Appeal 


Of the various branches of protection 


for wealthy men, P. P. Ripner, super- 
intendent of the Cleveland general 
agency of the Equitable of New York, 


said that his office is giving special at- 
tention to that covering the inheritance 
tax. There is an appeal in this that is 
not found in every feature of insurance 
and a fair volume of business is being 
written. 

In connection with this the men are 
writing insurance covering other govern- 
ment requirements. They are not mak- 
ing the usual appeal to straight life pro- 
tection as strongly as usual, as they find 
that the strike has created a state of 
mind that is opposed to most things 
that do not offer protection against the 
burdens of every-day affairs just now. 
Mr. Ripner believes that this will all 
vanish with the settlement of the 
strikes. 


BETTER RESULTS IN THE CITY 


Official of Kansas City Life Discusses 
Sales Situation—Ambition Greatest 
Factor in Success 


KANSAS CITY, MO. Aug. 29.— 
“What is getting business for your sales- 
men at this time?” was asked of Walter 
Cluff, supervisor of instruction of the 
Kansas City Life. The answer was 
“Ambition.” Ambition and solid hard 
work are the two best business pullers 
which Mr. Cluff knows of at this time. 

There is more and better business to 
be found in the city than in the corntry, 
says Mr. Cluff, if insurance salesmen 
would only realize that fact. It is in 





the commercial centers that prospects 
are more numerous, even though the 
held is filled with other workers, Mr. 


Cluff points out. Contractors and build- 
ers m cities are now prosperous, tor 
This is but one instance of 


the added opportunity which is ready 
for insurance men in a metropolis, sug- 
gests Mr. Cluff. 

He thinks that twice as many large 
policies are being written this vear as 
were written last vear. Many wealthy 
men are buying added insurance right 
now because they realize more than 


their cstates 
inroads of the inheritance 
Desire to conserve and 
thus investing in reliable 


against the 
tax levied. 
“play safe,” 


| insurance policies rather than in specu- 
lative stock, is another reason which 
Mr. Cluff gives for the increase in the 


specia ly so 
number 


number of large policies. | 
is this true in view of the large 


of bank failures. Mr. Cluff said Men 
are clinging to life insurance as one of 
the safst pla s for their money today. 


Big Group Contract 


The Equitable Life of New York has 
Just closed a group contract with the 
John A. Roebling’s Sons Company, ons 
of the largest ever written in the steel 
ndustry. 

D. M. Baker, vice-president and super- 
intendent of agencies for the Pacific Mu- 
tual, will be in Chicago this week en- 
route to the home office after a vacation 
in the north woods 
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“Ord.-20 Pay” 


The two forms most sold, because most useful. They 
fit the needs of the policyholders. But a big advance 
is the combining of both in one policy. THE COM- 
PLETE PROTECTION POLICY. It gives the 
insured the benefit of an ordinary life policy if he dies, 
and a twenty-payment life policy if he lives. Agents 
will be interested in this form. 


A policyholder is a friend, but a stockholder is actively 
interested. THE ORGANIZATION POLICY 
carries one share of Company stock with each 
$1,000.00 of insurance. The stock is paid for out of 
the dividends. 


Good Territory Is Still Open 






THE NATIONAL SAVINGS 
LIFE INSURANCE ..COMPANY 


WwW. C. COLEMAN W. M. G. HOWSE L. W. CLAPP 
President Secretary Treasurer 
LOUIS A. BOLI, Jr. 


Vice-President & Agency Director 


WICHITA, KANSAS 

















DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


A strong conservatively 
aggressive Company 


If YOU’RE big enough to handle a 
General Agency, and can prove it; 
willing to demonstrate your produc- 
tivity before asking for special con- 
cessions, WE can arrange a direct 
Home Office contract that will meet 
with your approval. 
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Disability Policy As Opening Wedge 


It is now an established fact that acci- overcome But that is not quite the 
dent and health insurance serves as a_ point. Of chief significance is the fact 
very good opening wedge for the later that accident and health insurance (any 
sale of a life policy. This has been kind) often leads to the sale of a life 
particularly well demcnstrated by the policy. It is easier to place a_ life 
agents of companies selling the non- policy where a non-cancellable disability 


cancellable accident and health contracts. contract is sold, but that does not mean 
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PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 





Changing from the writing of fire and 
similar lines to that of life insurance 
has been a protitable experience ior 
Isadore Samuels of Kansas City, Mo., 
who for the past three months has.been 
a New England Mutual Life agent. Be- 
fore his connection with the life insur- 
ance company Mr. Samuels was inter- 
ested in the Stern insurance agency ot 
Kansas City, formerly known as Stern, 
Sachs & Samuels. In his three years 
in the fire and health writing field Mr 
Samuels was singularly successful, and 
since his connection with the life writ 
ing company he has made an equally 
fine record. He headed the list of 
agents in the company in Kansas City 
in July, and ranked tenth among the 
New England producers’ throughout 
the United States. 

Writing life insurance is 


much more 


fascinating to Mr. Samuels than was 
the writing of fire or similar lines of 
protection, Fire or accidents are pos- 
sible contingencies, while death is a 
certainty. That is the way he puts it. 
He believes it is easier to sell a policy 
irom which some cash returns are cer- 
| tain than it is to sell the more abstract 
| protection against possible loss. Mr. 
Samuels thinks that the experience he 
obtained in writing fire insurance has 
been invaluable to him in his present 
work. The three years of work in that 


Companies that have put this form on that it is not comparatively easy to 
the market have urged their men to place a life policy in connection with 
push it, and to have a life policy issued any kind of an accident and health con- 
with the accident and health contract, tract 

following the medical examination It What the non-cancellable policy has | 
has been demonstrated that it 1s quite shown to life men, and shown very 
often possible to deliver a lite policy in clearly, is that a discussion of accident 


\ hole 


and prepares the 


connection with a non-cancellable disa- and health insurance opens up the 


bility 
But why should agents think that they 


contract question of protection 
on lite 
took — the 


non-cancellable 


way for a subsequent canvass 


can place a life policy only when a non- insurance. As we see it, it 


cancellable health and accident policy 1s introduction of the dis- 


that a medical examina- ability policy to how valuable a 


the 


sold? It is truc prove 


ordinary discussion of accident and health insur- 


and that 


tion is not required with 


commercial disability contract, ance is to the agent trying to place life 


the agents selling the non-cancellable insurance. Now that the point has been 
form have a decided advantage in that established, agents selling any kind of 
once they have issued a non-cancellable accident and health insurance should 
contract the medical examination ts use more generally than they do now a 
over with and one of the principal ob- disability canvass with a view to later 
jects to the sale of a life policy placing a life policy. 
Where the Business Is 

One of the big daily papers recently study the business and familiarize him- 
published some figures showing that 87 self with the arguments that appeal to 
percent of the men in the United States men capable of buying good sized policies. 


less. Here is He should be able to handle a $50,000 or 


men to think 


have incomes of $5,000 or 


something for life insurance $100,000 prospect when encountered, but he 


about. It would be well for many agents should be on the alert for the smaller 
who are going after big cases, and neglect- business, which can be much more easily 
ing the smaller prospects, to pause and and regularly written. 
consider that the great majority of the There are only a very few life sales- 
men in the country are, after all, pros- men who are able to give their entire time 
pects tor $1,000, $3,000 or $5,000 policies. to the placing of large pe licies. The 
The figures covered show clearly that the average salesman, even the man writing 
big prospect is an exception. He is to be $500,000 or $750,000 a year in business, 
found only rarely \s a result the life gets most of his applications from men 
man who is spending his entire time on who can purchase comparatively small 
large cases is regularly losing out so far policies. It is among the men making up 
as the smaller prospects are concerned the 87 percent, with incomes of $5,000 or 
Every agent should, of course, try to less, that the bulk of the life insurance 
equip himself for bigger things. He should business of the country lies 


Nipping Hostility in'the Bud 


Tue agent who mekes a sale in life policyholders, find out whether thev have 


insurance has created an excellent pros- any complaints, questions or misgivings. 


pect. If he has satisfied his client with the A policyholder who ts left alone to follow 
kind of insurance that is needed for his his own bent may be disturbed by some 
case and keeps in touch with this assured competing agent er twister. The agent 
from time to time, he will find that the who sees his policyholders once in a whik 


policvholder becomes a good friend. Most is able to ascertain if there is anything 


of the 
holders could readily lx 


mind to them to be un- 
When this is caught im its 


the 


dissatisfaction evinced by policy in their cause 


eliminated if the friendly. in- 


agent were in closer touch with his clients. cipiency it can be removed business 


The agents who occasienally see their has been sold right. 


line enables him to do much better work 


i than would otherwise be possible 
James E. Newburn, Bankers Life of 
lowa agent in Cleveland, recently met 
a fellow life insurance salesman in the 
lobby of a Cleveland hotel Chey were 
talking “shop.” and Mr. Newburn said 





he got his prospects by spending money 
ior advertising His iellow salesman 
wished to know how and Mr. Newburn 
suggested that an investment of 25 
cents would bring him a 
tion Che other salesman 
a quarter and Mr. Newburn 
bell boy. He instructed 
cle the lobby and page 
Mr. Newburn and _ his 
mediately left the lobby 
five minutes, Chey 
field, picked out four 
prospects, walked up to each at 
ent points in the room, and Mr. 
burn inquired in each case if he 
pened to be the man who was 
Mr. Newburn. Then he opened 
up with the sales talk. 

They all received the talk 
Three interviews resulted in 
but the fourth applied for 
and was immediately 


contributed 
called a 
him to 
Mr. Newburn. 
companion im- 
returning in 
over 
looking 
differ- 
New 


hap- 


kk ¢ »ked 


likely 


right 


no sales 


ICY examined. 
Record” 
*s new 


The Prudential’s “Weekly 
has this to say about the company 
president, E. D, Duffield: 

“It is unnecessary to 
new president. He has traveled 
afield during the 16 vears of his 
ciation with the company, and no 
has gained more trom rubbing 
elhows with men \ mevewet he 
genius for real friendships and 

iehtful, forceful and genuine per- 
lity established a Prudential 
acquaintance that endured, and his 
rugged, coupled with 
the happy and laughter 
joyous man, has made it mmpcs 
forget him It can be unhesi 
said that Mr. Duffield will take 
duties on Sept. 1 with the 
and affection of the entire 
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“Mr. Dutt 
lasts. He Is as 
through as he ts 
There is nothing 
neved about his 
Though 


new 


who 
wal 


man 
the 


sort ol 
good all 
just a bit 
stereotyped or hack- 
methods or his mind. 
with the eve o 
the pioneer, he has, nevertheless, a 
mental activity that while self-trained 
has been properly trained His capac- 
itv for receiving and storing away 
knowledge in good order, so that his 
wealth of it is readily accessible, is 
marked. Wherever he goes men who 
meet him soon become aware of his 
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strength, and marvel at his grip or 
business atfatrs, his skill in word-s« 
tion and his ease in itiative. 

“Born m Prinecton, N. J.. Mr. Dui 
held, in 1892, graduated from the 
versity of his native town. At this far 
ous school] of learning his tather 
been a professor of mathematics 
more than half a century, and in 1920 
as tribute to the son whose interest 
in the co lle ge never failed, Mr. Duffield 
was honored by his ection to. the 
board of trustees of Princeton Univer- 
Sit\ Several vears of post-graduat 
life at the New York Law Schoo! al 1 
with leading Newark lawyers brought 
Mr. Duffield his parchment as a mem- 
ber of the New Jersey bar This was 
followed by an experience m the New 
Jersey legislature and two years as as 
sistant attorney general for his state. 

‘Mr. Dufheld’s connection with the 
Prudential began with an earnest and 
vigorous study of insurance affairs. His 
dynamic grasp of the business soon 


brought him a close, intimate knowledg« 
of all the company was and has bee: 
and from that day on the Prudential be 
came his daily life When the war 
started Mr. Dutheld threw himself into 
the struggle with show of patriotism 
that was untiring and powerful. lt 
his home town, South Orange, he head- 
ed all the local activities and was ener- 
getic and vital in accomplishing great 
results. When he relaxes Mr. Duffield 
does so at his summer home, Littk 
Compton, R. i.. where he has a fart 
that is his joy and chief expense. No 
one expects other than a big, broad 
democratic incumbency of the Pruden- 
tial presidency by Mr. Duftield.” 

Dr. Leverett D. Bristol has resigned 
as medical inspector of the Penn Mutal 
Life to take the chair of preventive 
medicine and public health at the Uni 
versity of Minnesota. Dr. E. A. Car- 
penter, who succeeds him, is unusually 
well qualified for the inspectorship 


having been engaged in health and medi- 


cal work in four continents. Before 
going to the Penn Mutual he was medi 
cal examiner for the Travelers for sev- 
eral months, prior to which he was in 
the United States Public Health Services 
During the World War he was succes- 
sively in the British army, the Britis! 
navy and the United States army, in 


each case in a medical position. His 
taken him all over the 
through many parts of 
Brazil and with the Ameri 
Force in Siberia 


United States, 
Europe, to 
can Expeditionary 
the United States 
senators mn the East who are candidates 
reelection this fall are insurance 
men. George Wharton Pepper of Penn- 
svlvania is general counsel for the Penn 
Mutual Life, a nationally known expert 
on lite insurance laws and an honorary 
member of the Philadelpltia Association 


of Life Underwriters. Joseph §. Freling- 


\t least two of 


| huysen of New Jersey has a New York 

City agency representing the Stuyve- 
sant. the Industrial Fire, the Insurance 
Underwriters and the State of Pennsy! 
vania. 

D. A. Hill, spccia l agent in the George 
R. Cratt general agency of the Bankers’ 
Life in Cleveland, has the distinction of 
covering one of the youngest bene- 
heianies on record. Ruth Fay Lesser 
was born at 6:40 a. m., Aug. 14, and 
three hours later her father—the pro 
prictor of a local electrical shop—had 
been examined and paid for a substat 
tial policy in favor of the new arrival 

G. F. Murrell of Clarke & Murre 
agency managers for the Bankers Lite 
of Des Moines at Pittsburgh, has just 

lattamed the proud distinction of win- 
ning membership in the “Hole-in-One 
Club.” Mr. Murrell is an ardent golfer 


and he plays right around a par game 
regularly. He plays every winter a 
St. Augustine and all the rest of the 
time at home in Pittsburgh He mad 
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“Hole-in-One” last week a1 


witnesses to verify the n 


stroke. Golt does not interfere 
usiness for Mr. Murrell He 
lion dollar a year producet 

Bankers Life and has stood 1 


E. A. Woods, n mn Woods 


anager of the 


or the Equitabk ot New York 
Pittsburgh, left Toronto last Friday 

e he had been attending the life 
erwriters’ convention for Lake 

I] d N. Y. H<¢ will stav in Lake 
d until Sept. 2. He will sail Sept 


Europe on the Empress of France, | 


“bad | Milwaukee Salesmen’s | 


Answers to Questions 


On Selling Methods 


among the tield leaders in per FF XTEND NG the ing s 
roduction over a long period of ing methods used bv the verage 
n 


an with the rate book, which brought 

, 
out some verv mteresting material tron 
Chicago lite salesmen, sim inquiries 

| - » ont 
} were made recently m sever: Mlilwau 


| kee agencies Che questions asked and 
the agents’ replies were as | 


= 


What argument do you find best in 
selling life insurance during the sum- 


ig in Southampton Sept. 12. He | mer months? 
¢ ~ 

: —_ se Woods, who has been VV \. Schmitz. Equitable e? of 
rurope about a month, and then Va Yor! “Tin heat ubiaiaatial 
n Wallace. They expect to sail for “ta Sage 7 pecs » Sel 

rica trom Southampton sept a . a . _— 94 iy | sein came wey neat 
ving in New York Sept. 30, He}; oe life insu eo dpe wanes 
pects to be back at his desk Oct. mer It all depends to which class my j 


\gents of the National Life, U. S. A. 
make a special drive USINESS 
ring September in honor of Vice- 
sident and Secretary Robert D. Lay. 
il be “I ay Month,” to the 
*s agents. A special contest will 
staged during September. gold 
s distributed to the leading pro 
ers To the agent securing the 
est volume 
present a solid gold watcl 


tor | 


com- 


and 


pany 


ot business the com] 


Lincoln K. Passmore, who resigned 
ice-president of the Penn 
but still remains with the company 
adv'sory capacity, will observe his 

thday Saturday of this week 


Ward H. Hackleman, manager of the 
agency ol the Massachu 

Mutual, who was elected last week 
sident of the 


inapolis 


agency das 
} 


company’s 


sociation, served a year as president « 
Indianapolis Association or 1 
Underwriters and accomplished a new 
ord for increase of members! 
ve the vear he was in office 
Lloyd Damron, superintendent of 
iwencies of the International Lit has 


resigned. The company asks agents to 
take up all agency matters 
retary W. F. Grantges 


CULTIVATING CENTRAL FIELD 


Mutual | 


prospect belongs. If he is in a posi- 


| tion to take a vacation, | usually speak 
of the need for life insurance in taking 
automobile tours, through heavy trafhiec, | 
| the dangers of vacation sports sun | 
| heat, swimming fatalities, et \ person 
who is all set for a good time usually | 
|} comes down to earth when these sub 


jects are brought up, and possessing 


|} the necessary funds for his outing he 
|} usually can be made to listen to reasor 
}and invest a part of thet | 1 
|} tection.” 
* ‘ 
What special argument would you 


use in selling life insurance to a pros- 
pect who you know is obligating him- 
| self in the matter of investment? 


\\ | Mielenz, Actna Lite Phe 


best example in this case would be 
i} the home owner or homebuilder during | 
the present building boom. If | 
wanted to sell hin lite ls ince I 
would approach hin vith this ques- | 
| 1101 “it 1 were your bal ker, and | 
offered to write across the mortgage on 


with Sec- | 


Fidelity Mutual Life Finds Best Re- | 


turns Are Coming From the 
Middle Western Section 

he Fidelity Mutual Life is 
special drive for business in the Mis- 
ssippt Valley states and is cultivating 
Indiana, Illinois and other states 
carefully. The company finds that 
this 


making 


effort put forth in territors 
rings greater results than that in any 
her. The death ratio has been ver) 


The Fidelity Mutual's 


satisfactory. 
have five or six 


eventually is to 


your home, Void in Case of Death, | 


on the condition that you pay 7 instead | 
of 6 per cent on that ortgage. now 
what would vou do?" 


What method do you find best in | 
selling life insurance? 
P| 


“Persistency 


Old Line Lite 
msurance. | 


Engelhardt, 
will sell lite 


The need for life insurance is greater | 
now than it ever has been and 1 be- 
lieve that it can be sold easier than 
formerly with a little round of hard | 
work. Regular visits to prospects by 


a hardworking salesman will accom 
plish more than the gifted seller who | 
works spasmodically.” | 


* 


What is the most striking experience | 
you have ever witnessed in a sale of 
life insurance? 


Bruce Whitney. Mutual Life of New 


eeneral agencies in a state and not | York “A family of five brothers wer 
¢ one man in charge of a large tet close acquaintances of mine Despite 
ory. The company finds that a man | My attempts to sell them life insuranes 
ted in a large citv and attempting none {f them would invest Recently 
develop rural territory is considera- |}one of the brothers came to me and 

| andicapp d. Distances S are oreat asked for i policy. (ne month late 

is not possible for the general | he died in an operation for appendicitis 

g to keep in contact with the men | The four surviving brothers are nov 

1 the firing line as closely as if he | heavily insured.” 
the midst of their territor) | 
- -——__—. Big Coverage for Fairbanks 
New Officers Elected ee 

Nearly a half million of insurance was 

William A. Otis of Colorado Springs ! carried on the life of Douglas Fairbanks 

been elected a vice-president and a|/ during the production of “Days of Chiv 

r of the board of directors of the | alry.” which is the screen title of th 

lain States Life. He has becn a] tilm version of “Robin Hood.’ This was 

lent of the state for 36 years and|in addition to the usual amount of in 
wen successfully associated its | surance he carries. The exact amount 
iness developments ot coverage on the star, in connection 
Yr. D. H Rice of Colorado Sormnges | with the filn ing f this pictu was 
wen elected a member of the board £480,000, written in two policies by 
company. He is executor of the | Lloyds. The first. for $300,000, covered 

\\. S. Stratton estate, president ci the | from April 1 to July 31, and protected 
lorado Springs & Interurban Rail-|in the sum of $300,000 against death 
Company, director of the Exchange j} irom any cause, natural or accidental 
tional Bank of Colorado Springs, | The second policy, for $180,000, covered 
is interested in a number of other | during the same period, and furnished 
isiness enterprises. He has ‘ived in| protection against the hazard of acci- | 
state for more than 35 years. dental death. | 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


= 
Contract direct with the 
Company. 

- 
Over $125,000,000 of in- 


surance in force. 





online 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 





Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 




















HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 
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Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 








H. H. STEELE, F.L. CONKLIN, 
Presiden’ Secretary 
Cc. L. YOUNG, H. B. BEACH, 
Vice-Presiden Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
reasurer Medical Director 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 18.7 bide.) TOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 


Address: ALBERT E,. AWDE, Supt. of 
Agencies 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 























LIFE AGENCY CHANGES 














WILL RETURN TO OLD FIELD | quarters at New Orleans, has joined 


U. C. Upjohn, Chicago General Agent 
of Equitable of Iowa, to Go 
Back to Soliciting 





U. C. Upjohn, who conducts one of 


| 
j 


the general agencies of the Equitable | 


Life of lowa in Chicago, is retiring as 
general agent in order to give all his 
time to personal production. Mr. Up- 
john is one of the big personal pro- 
ducers, of Chicago. He served as presi- 
dent of the Chicago Life Underwriters’ 


Association and is well known in the 
city. Mr. Upjohn has felt for some 
months that his best interests lay in 


the line of personal work. He so noti- 
fied the company last June, but it was 
only until a few days ago that the of- 
ficers would agree to release Mr. Upjohn 
as general agent. 

He has built up a splendid agency 
and in every way he was satisfactory 


to the company. He will remain as 
an agent of the Equitable. He has 


only been with two other companies. 
He started with the Northwestern Mu- 
tual and later connected with the Penn 
Mutual. 


Frederic M. Nettleship 


Frederic M. Nettleship, vice-president 
of the Union Insurance Service Com- 
pany of Philadelphia, Pa., has been ap- 
pointed general agency organizer for 
the Federal Union Life’s eastern de- 
partment, with headquarters in Phila- 
delphia. George M. Nettleship, presi- 
dent of the agency company, is gen- 
eral organizer for the eastern depart- 
ment of the Century Life of Indianap- 
olis and Paul E. Rhoads, secretary, is 


in chargeo f the state agency of the 
North Ameriian Accident. 
Edward V. Creed 
Edward V. Creed, formerly instruc- 


tor of agents of the Detroit division of 
the Sun Life of Canada under the 
supervision of Agency Manager Ernest 
W. Owen, has been appointed manager 
for the northern Michigan division as 
of Oct. 1, with headquarters at Saginaw. 
Mr. Owen is responsible for Mr. Creed’s 
entering the life insurance business and 
since Mr. Creed’s entrance into the 
business in 1917 as an agent he made 
rapid strides, and for the past year has 
been agency instructor in that office. 
Mr. Creed is a college man and his re- 
markable success is due to his adapta- 
bility to the business and his engaging 
personality. 


Continental Assurance Appointments 

The Continental Assurance of Chi- 
cago has entered Wisconsin and ap- 
pointed several general agents in open- 
ing its campaign in this state. The 
Neckerman Agency, of which W. H. 
Heyman is manager, has been appointed 
general agent in Madison and two gen- 
eral agencies have been appointed in 
Milwaukee, the Dunphey Agency and 
the Gus Mueller office. The Continental 
is making great strides in its field work 
and expects to cover the state of Wis 
consin thoroughly in a very short time. 


Ellis A. Smith 


Ellis A. Smith, until recently cashier 
of the Deseret Savings Bank in Salt 
Lake City, Utah, has been appointed 


agency supervisor for the West Coast 
Life in the inter-mountain territory. He 
will succeed Charles W. Hesler, Jr., who 
has returned to the company’s home 
office in San Francisco. Mr. Smith was 
formerly with the New York 


was a successful personal producer. 





V. D. Blank 


Blank, former alumni secretary 


V. D 


for Grinnell College and during the war 
director of publicity for the southern | tember. 
division of the Red Cross with head- | to give out a 
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the sales force for the Bankers Life of 
Des Moines and is selling insurance in 
that city. His record for the first two 
months of work was $49,000 of com- 
pleted and paid-for business. 


W. H. Hinman 


Walter H. Hinman has been ap- 
pointed agency manager for the Bank- 
ers Life of Des Moines at Mankato, 
Minn. His territory includes the 
southwest section of Minnesota. Mr. 
Hinman succeeds John S. Steves, who 
has resigned, but will continue as a 
member of the Bankers Life sales force. 


George W. Hart 


George W. Hart has resigned as state 
agent in South Dakota for the North- 
western National Life, effective Sept. 1. 
Mr. Hart has resigned in order to de- 
vote his entire time to outside interests, 


including the Hatfield Motor Supply 
Company in which he recently pur- 
chased an interest. The Northwestern 


National will have no state agent here- 
after, but will divide South Dakota into 
districts. 


L. O. Sewall 
The Pacific Mutual Life has appointed 
L. O. Sewall as general agent at Grand 
Rapids, Mich. Mr. Sewall will have 
charge of a territory excluding 12 coun- 
ties. 


B. T. Childress 
Bryce T. Childress of Terrell, Tex., 
an agent for the Bankers Life of Des 
Moines for a number of years, has been 
appointed agency manager with head- 
quarters at Terrell. He will have charge 
of the business in 13 counties. 


L. V. Morrison 


L. V. Morrison has been appointed 
general agent of the Atlas Life of Tulsa, 
Okla., at St. Louis, Mo. He has opened 
offices in the Chemical building. 


A. E. Denny 
The Home Life has appointed A. E. 
Denny as district manager at Salt Lake 
City, Utah. Mr. Denny has been a local 
agent of the Equitable of New York for 
some time. 


A. G. Love 
A. G. Love of Oklahoma City, Okla., 
has been appointed general agent for 
the Bankers Reserve Life of Omaha at 
St. Louis, Mo 


Arthur E. Stein 


Arthur E. Stein has been appointed 
district agent for the Omaha Life to 
cover Kansas with headquarters at 


Wichita. 


H. W. Christina 
Travelers is establishing a branch 
H. W. Christina, 
Moines as special 
manager at Salt 


The 
office at Salt Lake City. 
who has been at 
agent, has been 
Lake. 


Des 


made 





“LOCAL ASSOCIATIONS _ 











Oregon Asso- 
its semi- 


Portiand, Ore.—The 
elation expects to resume 
monthly meetings Sept. 2. when W. 
Thompson, one of the foremost attorneys 
of Oregon, will discuss the proposed state 


income tax measure which will be voted 
upon at the fall election The life in- 
surance men fear the measure, which 
would tax the proceeds of life insurance 
among other things 


Kansas City, Mo. 
mittee of the Kansas City Association 
held a meeting Monday to plan for the 
get-together meeting of every Kansas 
City worker in the life insurance indus- 


* * 
The executive « 


try, the entertainment to be held in Sep- | 
ready 


The committee is not yet 
definite program, 





| Topeka at 


WITH INDUSTRIAL MEN 


NEWS OF PRUDENTIAL AGENTS 











Several Promotions to Assistant Su- 
perintendent Announced—Leaders 
in Various Classes 


The following agents of the Pruden- 
tial, J. C. Jackson, New Orleans, La. 
Cc. G. Schools, Richmond, Va.; J. T. Bayo: 
Birmingham, Ala.; G. C. Polk and W. M 
Hoffman, Memphis, Tenn., have been 
promoted to assistant superintendents in 
recognition of energetic and progressive 
work. 

The distinction. of being the leading 
agent in ordinary net issue in Division 
“Dp” so far this year, goes to Agent Leon 
K. Attarian of the Philadelphia No. 2 
District, who to date is credited with 
more than twice the amount of ordinary 
secured by him last year when he aver- 
aged more than $1,000 a week. 

Assistant Superintendent James Chad- 
wick, Toronto No. 2 District, has just 
been promoted to the superintendency at 
Regina, Sask. Mr. Chadwick's experi- 
ence has been gained entirely in Toronto 
where he entered the service as an agent 
in March, 1913. He was placed in charge 
of an assistancy April 12, 1915, and now 
the company is recognizing his loyal 
energetic service by extending his sphere 
of usefulness. 

Agent Charles L. Muller, of the Los 
Angeles No. 1, California district is No. 
1 among the agents of Division “Q” in 
ordinary net new business. In addition 
to holding this enviable position, he 
ranks 15th among the debit agents of 
the company. He also has a nice amount 
of industrial business credited to his ac- 


count and controis the largest debit in 
the devision. 
Agent Steven Cnyock of Cleveland 4 


having demonstrated his ability, was 
promoted to assistant superintendent in 


the same district. 
Agent Melvin B. Saiter of Akron, who 
has been ill for some time past, com- 


pleted 20 years of service with the Pru- 


dential on Aug. 2 and is now a member 
of Class D, Prudential Old Guard 
The promotion of Agent Delwin L 


James to the position of assistant supe: 
intendent at South Fork, Pa., detached 
from the Johnstown district, is 
nounced 

Asst. Supt. Emil Weber of the Chicago 
No. 6 district recently rounded out 20 
years of continuous and faithful service 
in recognition of which he was admittea 
“D”" Prudential Old Guard and 

with his gold locket ar 


an- 


to class 
presented 
certificate, 


Test “Facility of Payment” Clause 


has been filed at Topeka, Ka) 
the validity of the “facility of 
clauses of industrial life poli 
Kansas. The suit was 
the Metropolitan Life 
by A. A. McNeal and other relatives of 
Isabel CC. McNeal of Topeka. She held 
two policies in the Metropolitan, one for 
$75 and the other for $172. The one for 
the smaller amount named no beneficiary 
but the larger policy named her father 
as beneficiary but he had assigned his 
interests to her husband. 

The suit discloses that an aunt came to 
the death of Mrs. McNeal and 


A suit 
to test 
payment” 
written in 
brought against 


cles 


|} made all arrangements for the funeral! 
She then presented a claim to the com- 
pany for payment under the facility of 
payment clause on the ground that she 
had contracted expenses in arranging 
medical fees and funeral costs for the 
| holder of the policy. Later the husband 
|} presented his policies and found that 
|} both had been paid by the company 


ym | 


brought to collect on the 
husband It is contended 
that the company had no right to p: 
either policy when there were close! 
relatives and particularly whet 
specific beneficiary. 


The suit is 
policies by the 


named a 


Western & Southern News 


F. W. Taylor, formerly assistant 
Columbus, O., has been appointed supe! 
intendent of the Western & Southern 
Life at Oil City, Pa. succeeding J. J 
MeCallan 

The following appointments to assist 
|} superintendent are announced R. L 
Berry Akron, O.; J. F. Smith, Flint 
Mich.: J. F. Nelson, Mt. Vernon, O.; G 
| Rabideaux, Bay City, Mich.: G. A. Rit 
|} tenhouse, Erie, Pa.; I. Steiner, Daytor 
O.: G. Williams, Edgewater, Cleveland 
O.; N. J. Bauer, Beaver Falls, Pa.: R. J 
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come policy the past week The new 
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Wilson, Steubenville, O.; A. Geisler, Pitts- 
irgh South; T. Thomas, Youngstown, 
o.; J. Conner, Hammond, Ind.; Ed Mueller, 
St. Louis Manchester; Wm. M. Calvin, 
ndianapolis North; H. A. Buckman, St. 
uis West; D. Creamer, East St. Louis 
R. S. Cuckler, superintendent, is trans- 
rred from Ashtabula, O., to Braddock 
succeeding W. A McFarland 


Virginia Leader’s Good Record 

‘harles G. Brown, better known as 
Buster” Brown, who has topped every 
an in the industrial line as a producer 

ordinary for the Life of Virginia for 
some time, executed his crowning 
chievement last week when he went out 
nd placed $70,000, one policy being for 
350,000. This is the greatest record made 
any agent of the company this year. 
th policies were approved after a 
thorough examination 











NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the “‘Unique Manual 
Digest.”” published annually in May at $3.50 and the 











“Little Gem" published annually in April at $2.00. 
Fidelity Mutual Life 
The Fidelity Mutual makes the follow- 
ing announcement as to insurance on 
women: 


“Up to this time it has been our prac- 
tice to issue policies on the lives of mar- 
ried women who have not borne children 
under thoroughly normal conditions, 
with a lien of $300 per thousand, appli- 
cable for a period of five years, the lien 
reducing by fifths throughout this pe- 
riod This lien was applied regardless 
of the length of time that applicant had 
been married. 

“It has been decided, after full discus- 
sion, to modify our practice so that in 
the case of business and professional 
women, married and without children, 
the lien of $300 per thousand will be ap- 
plied only where the subject has been 
l1arried less than five years.’ 


West Coast Life 


Gordon Thomson, vice-president of the 
West Coast Life of San Francisco, an- 
nounced a new continuous monthly in- 


policy is said to be a decided improve- 
ment over the old forms issued and Mr. | 
rhomson reports that it has met aed 
| 
' 





enthusiastic response from the agency 
rganization. One of the important new 
features is the elimination of the wait- 
ng period in the total and permanent 


lisability clause 


Franklin Life 


] 
| 
The Franklin Life has gotten out a| 
ew permanent and total disability | 
clause providing for waiver of premiums 
ind monthly income of $10 for each $1,- 
000 principal sum. Continuous total dis- 
ability for three consecutive months is 
held as due proof of such disability. Any 
income payments made during disability 
will not be deducted from the principal 
sum payable in any settlement of the 
policy Without prejudice to any other 
cause of disability, the entire loss of 
both eves, or a total and permanent loss 
by accident or disease, or the use of both 
hands or both feet, or one hand and one | 
foot, will be regarded as total and per- 
inent disability 


Mutual Benefit Dividend Plans 


| 

in view of the fact that the Mutual | 
Benefit Life introduced the accumulation 
an into its policy form at the begin- 
ng of the year, it is interesting to | 
study the choice of plans during the first 
x months of 1922. The following table 
ows for the first six months what per- 





entage of policies was issued on eacl 
the four dividend plans 

| 
Pren Accel 

Month Redux Endow Add 
bar 14.72 39.55 5.24 | 
Fel $3.50 39.22 12.8 $.46 
Mare} 43.28 8.94 13.51 4.25 | 
April $6.17 5] 14 1.35 | 
May 44.0 4.7 t ‘ 1.93 | 
ne 42.5¢ He 17.32 1.46) 
rag $4.0 4.04 14.1 4.61 

it is interesting to notice that there 

is been a steady increase in the per 
entage of policies issued on the accu- | 
llation plan In June the policies is- | 
ied on the accumulation plan wert | 


irly one-half of the number issued 
auccelerative endowment plan 


LIFE INSURANCE EDITION 1} 


GATHERED IN DETROIT Cartlr, New York, “I ocating Prospect ance producer in the million-a-year 


and Writing Them”; H. S. Rawlings, | class, having been active in insurance 
—_ “Establishing a New Agency”; E. Parke | circles there for the past twelve years 
MANHATTAN LIFE ROUND-UP | Montague. “The Fall Outlook”; William | He represents the Travelers 

Marki: New York, “Postal Aids to C. E. Reed, formerly superintendent 

— Life Insurance” Max Eldler, New] of the Youngstown schools and more 

Annual Meeting of $100,000 Club En-/ York. “The Best Prospect Is on the | recently a leading producer of the Mu- 

joyed Business Getting Program— Books.” ' \ discussion on the matters | tual Life of New York, has joined Mr 
presented followed the delivery of the | Eckert in the new organization. 

Cartlir Is New Club President addresses G. N. Porter, the third member, has 

} | been manager of the liability cepart- 


a Louis Carthr of the George Loesc! 
John F. Rocl i wency, New York City, was chosen | Ment of the Eckert agency for the past 
John Noche, vice-president Of the | presdent of the organization for the | five years and will retain his place, in 





Manhattan Lite, and Superintendent Ol! new year The gathering for 1923 will addition to becoming secretary of the 
ae tes ce “" a cee ae te | be ta Chicago. Both the business ane “This ‘aa cal 

nnual meeting of its $100,000 club at the entertamment programs had been ee new organization brings to 
r ee ee non. . ee ee oe 4° | carefully prepared, were fully carried | S¢ther two ot Youngstown s leading in- 
Detroit last week. Mr. Roche made an out and proved both instructive and | Surance producers There is a_ total 
address at the opening session and also eatovahik | production of life insurance in sizht to 
acted as toastmaster at the banquet } exceed $2,000,000 per year. Mr. Lckert 
Talks were made by George Loesch, ss and Mr. Reed are both active in the 
New York, “The New 6 Percent In- YOUNGSTOWN AGENTS MERGE | Youngstown Life Underwriters’ A<so 
come agg : as ae Elliott — | ciation In the life department the 
“Savings Bank eposits an ite n | avenc vill contin nena . 
aaa, to Pe: New York. “In- | Million-Dollar Producers in Ohio City | oe Pg The eee , = 
heritance lax and Income Policies” Join Forces—Will Represent the leffected largely through the efi te of 
q homas F. Street Rochester, N Y Travelers There |} A. D. Gross of the Travelers Cleveland 
Best Policy for the Prospect”: wees | branch office. who has been working on 
Mrs. A. M. Montague, Pennsylvania, it for some time . 
“Women and Life Insurance”: E. E Mvron H. Eckert, one of the best 

Brown, Colorado, “Country Business | known insurance men of Youngstown . 

and How to Get It”; Alfrec Boyd, !O., has incorporated his agency under George H. MeClellan has taken his 


Tennessee, “Help of Banks in Writing | the name of the Eckert-Reed-Porter | [&’ position as general agent of the 
Massachusetts Mutual Life at Worcester 


Business, and How to Get It”; Louis | Company. Mr. Eckert is a life insur- | Mass 





AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 











INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
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NATIONAL 





Our Agents Have 
A Wider Field— 
An Increased Opportunity 








Because we have 


Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Children on variety of Life 
and Endowment plans, thus enabling parents to buy all of the Family’s insurance 
on the Ordinary, i. e. Annual, Semi-annual or quarterly premium plan. 
Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males and 
Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 














Th MUTUAL LIFE | 


2 GLOB INSURANCE COMPANY | 


OF CHICAGO, ILL. 
Results for 1921 


Gain in interest income over last five years 1300°;, 
Gain in income over last five years 590%, 
Gain in admitted assets over last five years 503°, 
Gain in insurance in force over last five years 250°; 


Average Gain over last five years 661°, 
The above figures are the results of the highest grade of service to 
policyholders and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 


It Is the Last Word in 


_— SERVICE 


Bo Be BARRY, President, General Manager and Founder | 











‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 








INDIANAPOLIS LIFE INSURANCE COMPANY 


OPERATING IN 
Indiana, Illinois, Michigan, Texas, Florida and Minnesota 


NOTED FOR 
Large Annual Dividends, Modern Policies, Clean Record 
FRANK P. MANLY, President 








UNDERWRITER 


| ‘ADVANTAGE OF MONTHLY 


INCOME TOLD BY DAY 


Chicago Manager of Mutual Life 
Addresses Franklin Life 
Agents 


FITS NATURAL PROGRAM 


| All Other Payments and Receipts Are 


on Monthly Basis—Also Assures 
Permanency of Estate 


The many benefits and advantages of 
mcome imsurance were explained in an 
address given by Darby A. Day, Chi- 
cago manager for the Mutual Life of 
New York and president of the Chi 
|} cago Association of Life Underwriters, 


| the Franklin 


the results of 


betore the annual agency convention of 


Life, held at the home of- 


hice in Springfield, Il, last week. In his 


torcetul and picturesque manner Mr 


Day presented the appeal for monthly 
income settlement, showing its desir- 
ability in comparison with lump sum 


Many int 


ravages Ol 


insurance resting examples 


ot the vestment sharks and 


lack of knowledys 


were 


given rhe ever present dangers fac- 
mg a lump sum settlement were pic- 
tured. It was a strong appeal for this 
plan of settlement. 
Fits Monthly Program 

Mr. Day stressed the value of month- 
ly income insurance as a means of af- 
| fording a permanent program to the 
beneficiary, all other transactions be- 
ing on a monthly basis He said, in 
part: 

“Briefly, income insurance is insur- 
ance that insures the permanence of 


an mcome, a competency through lite; 


it msures tor all time against adversity 


and poverty Monthly payments are 
the basis upon which all governments 
base bonds; upon which all large in- 
stitutions pay interest, create sinking 
funds; upon which all rents are re- | 


cetvable and payable; most obligations 
are met by monthly payments, such as 
the family budget, instalment purchases 
ot chattels or real estate 


In Line With Others 


“The government made its insurance 
payable to the beneficiaries of its sol- 
diers upon the monthly basis: it made 


its disability payments upon the month- 
Wages are paid upon weekly 
or monthly 


ly basis. 
basis 


“If, therefore, a very great majority | 
ot all expenditures that people = ars 
called upon to make are estimated and 











STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Has shown steady and consistent growth. 


Is progressive in every detail which is for the benefit of its policyholders and their beneficiaries. 
A Home Office organization trained to render efficient service to policyholders and field force. 
An agency organization that is capable, and loyal, happy in the knowledge that the protection and service furnished by 


its activities are unexcelled. 


B. H. WRIGHT, President. 


D. W. CARTER, Secretary. 
STEPHEN IRELAND, Superintendent of Agencies. 








| 


calculated upo1 onthly payment pla 
why is it not reasonable and logic 
that insurance should be paid to ther 


upon a monthly payment plan. 


“The investments of the rich are mad 


so that the interest coupons or interest 
payments will fall due semi-annual 

quarterly, or monthly, and usually s 
distribute it that the income is spread 


equally over the twelve months of tl 
veal lian is building an estate f 
himself, theretore, because that estat 
renders him a monthly income, wl 


surance t 
mcome 


should he not leave the in 


his dependents in a stipulated 


that would be undeniably, irrevocably 

non-transferable, but permanent so long 

_-_~ 

as life itself might last and come wit! 

the regularity with which the expendi 
tures for one’s sustenance fall duc 

Makes Future Certain 
“Income insurance prevents depend- 


ent old age, it precludes the possibility 
of women of teday to become the men- 
dicants of tomorrow; it removes temp- 
tation to speculate, to gamble, or ert 
in other ways: it provides the where- 
with-all to meet the ever growing need 
of the day; it builds confidence and as 
surance in the minds of the young ot 
today and gives them such certainty ot 


income and assurance of comfort and 
ease that they are better citizens, mor: 
stalwart, more fearless and more abl 
ml every respect 


Prevents Loss of Estate 


insurance removes itself trot 
and temptations of 
investors and unprincipled promoters 
it takes the place of the provider wher 
the provider has departed | 


“Income 


the wiles crooked 


and it he 


comes the substance by which families 
may remain united; it makes the aged 
}a welcome member of the household 

cannot be lost. destroved, stolen, o1 


and the practical 
doors ol the 
institutions 
and stabilty 
there is in lite 


coi- 


ice al 
past the 
charitable 

pride 


best 


sold: it is the 
ride 
and 
builder of 


vehicle to 
alms-houses 
it Is a 
In short, it is the 
Misurance ior it 
tort, and protection vs 


insures for lite 


case 


Big Policy to Playwright 


Joseph D. 
of the Travelers im 
last added James A. Hora 
widely playwright and author 
to the long list of those affiliated with 
the stage and who are listed 
among the country’s largest policyhold 
crs. Mr. Bookstaver was introduced 
to Mr. Horan by Benjamin Witkin, 
member of his producing staff, and 
within 15 minutes had sold Mr. Horan 
a single life annuity policy guarantee- 
ing a substantial income for life. This 
was one of the quickest sales ever re 
corded. The premium paid by Mr 


Bookstaver, general agent 
New York City 
week 

known 


screen 


Horan represents almost his entire lite 
savings 

Mr. Horan is 55 vears old and during 
his career has had over $1,000,000, Bad 
investments and his good nature to 


wards others in the profession who 
were less fortunate than himself have 
ure ithy reduced his holdings. The un 
certainty of the future has become 

; serious probiem with hin and he met 


1 ‘ 
it by taking out this policy 


New Man on Carnegie Faculty 
Holling 


has been appointed assistant 
nanshiy 


Insti- 


Curtis .\ sworth of Cumber- 


land, Md., 
protessor ot lite 


! , 
saics 


insurance 
Carnegi 


for the coming vear at 
tute. Mr. Hollingworth’s appointment 
fills the vacancy created by the pro 


Prot. Charles J Rockwell 
msurance 


has 


motion ot 
the directorship of the 
I Hollingsworth, 


school 


who had a 


wide experience in the insurance 
is a graduate in the 1920 class of the 
Carnegie school. He will begin his 


work there with the opening of the next 

term of the 

manship Oct. 
| for 11 


sales 


insurance 
will rut 


sche ¢ »] of 
2. The 


course 


weeks. 
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CLUB HOLDS MEETING +0» with @ percentage of 9 fourtl 
0 A 1 Scull with a perce ge oO 
— - SO.83. and the st to R \ V« o wit 
~E my a ercentage Of SY.S0 During e pas 
SECURITY LIFE MEN GATHER ; S 
ir tne renew 5 ss 4 Pel 
= ( \ l ( as \\ ‘ €1 I 
- 4 ~¢ 
$103,000 Club of Illinois Company . 
Discuss Business Insurance 
Elects 11 New Members—Pugh : H ee 
Lewt!s lart eq the sCUssI01 oO 
Is New President Ihe Needs of Business Rea 
s r bus ss Ins ce | \\ 
NUSSe ‘ the s 5 tn s dis 
mbers of the $100,000 ¢ ot the | eyssion with a talk o B ess Needs 
_ ty | ¢ ( Illinois are mectings that Business ins nie Satis 7 L he 
eck in Chicago at tl l ext C P ‘Th Pre-A Tr 
conventio1 S. W. Gos vice Diagnosis of the Insurance N s ol a 
esident of the Security Lite opened siness ( cern,” Vv t y DL. S 
meeting with a greeting to the club evin He maintained tha only 
embers, which was responded to by W. | « essful solicitati siness it 
Holpa ot S« ittle, retiring club presi surance is thro gh a thoroug iow! 
President O. W lohnson at edge of the conditions surrounding that 
uunced the ollowing club office ’ < ess oft the . ess s¢ \ 
year Evan Pugh Kansas ¢ ‘ \ Avery gave i ik on Che Ap 
resident; F. A. Murray, San Francisco srroach” and in that talk urged that tl 
ce-president: W J. Holpa. Seatth factor of greatest importance to the in 
nd vice-president, and J]. V. Ward. ! surance man is that he see the proper 
ne Bluff. Ark., third vice-president ma a business ¢ ur athe He 
‘resident O. W Johnson n ced the show: that business . ince onc 
ew members to the 8$100.000 ¢ lu! placed , in ganizat great 
resented each with a gx ld diamond Iuctor m creat clene d stabil 
cket—the club emblem it F. A. Murray led the last sectiog 
Discuss Business Problems the a ss'on Business Insut 
: Sel ~ 
. ‘ ( . i Pel ne uk 
I’. Garland May led the discussion on | |, , 
he Busi hat P the B as 

‘ ous ness t lat ay S is the PUSINGSs rhe morning session adjo ed to a 
at Stays. Unéer this head the first incheon at which Dr. Ira E. Hoffman 
ibject taken up was, It Pays the | medical director. and F. W. Bull, gen- 

Volieyholder,” by W. H. Sturges, who ] - t of ol nN ' ' li 
} 1 Cla counset Oo ear co pa spoke } 
‘ , + . ‘ 1] ! 
omted out tna mn pract cally all ca : he afternoon the ch ‘ were 
urance is the only estate ett whe | ” ] 
1 . ca au l rnc ue 

in es oe Seitz, actuary of tl the ark nd boule d C} 

Security Lite, presented the subject. “It so by the con \ e club me 
the Company Mr. Seitz mai ; 1 
‘ . a { 4 » AY ~ \ i 

we cna m ord r to succe . the ey ‘ 

i must have organization for mu- | Ty Isiness sess re 
il ass stat ce an the corporatio reDp- day 
nts this necessity lt the corpora 
m do not nal a pront ( . 
cS ON aKe & tiv Still In Tennessee 
t n exactly the same positio a> 
« individual who cannot make ends \ recent rep that Oo 
He stated that it is only the restraining the Tennessee ims ‘ 
siness that stays that really pavs the | partment trom revoking the se ( 
mpany the Benetit Association of Ratlw 
F. L. Sparks conducted the discus-| ploves had been dissolved was ing 
on “Does the Way Business is | rect Che imjunctior | i ‘ 
WV ritter Affect Its Renewal.” H{. | and the association is still operating i 
owed that it is best to write the busi Teennessee under the imyjunctior \ 
on an annual basis, and to keep | Motion to dissolve the injunction . 
touch with the polievholders at al! | recently brought betors c judge m 
re He sad, “Be very caretul and Nashville other than the one who had 
1 ' seats og fer and h uled 
<pheit im explaining the poicy provi issued the restraining ora and he ruled | 
ms, both before you have ten the | that he was without jurisdiction to dits- | 
pplication and after vou have delivered | solve it Dheretore t runctro ] 
e policy.” Che discussion on effec stands 
tive methods in the renewal of business . 
ed by T. S. Williamson of Oregon North Dakota 1921 Figures 
ought out some verv effect method: The annual report of Commissioner | 
t renewal of business Olsness of North Dakota. covering | 
Give Conservation Prizes siness in that state last vear, shows 
: _ : 

1] > that o it ‘ s i e compank 
rollowme the discussion President 
v1 $35.34 ’ nev ness 

nson awarded the prizes to the men ; 
. 121 is compared t bal OS .e85 I 
having the best records in res \‘\ } } 
past while the te ito which 
business ( E Young of St 1d | ! } , t | 
1! il } , : : cludes ipses, cde th « ! pay nts al 
ICISVILE ; . won the irs | Me cancellations. tot ed $49.11 M7.00 WwW 
1 ren r y 7; O08 s ° 
enewal percentage of ( Ir eet as 4 pared S31874,629.15 u 
ittersweiler of Columbus, O wol , , , 
the previous year The decreas 
-ccond prize with a percentage of 935.30 . . , oe Tage 
m - he last ca < ind to e« due ch ty c 
prize went to Thomas Willian 
ipses 
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WANTED 
One of the Standard Legal Reserve Life 


Insurance Companies,—Location Middle West, 
wishes two reliable representatives to do special 
Field work in Illinois and Indiana. Salary and 
Commission. None but producers need apply 

new and up-to-date policy forms—hard to beat! 
Reference required. For detailed information 
address B-39, care of the National Underwriter. 
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American National Insurance Company 


OF GALVESTON, TEXAS 


W. L. MOODY, JR. SHEARN MOODY, W. J. SHAW, 


President Vice-President Secretary 
SEMI-ANNUAL STATEMENT JUNE 30, 1922. 
ASSETS LIABILITIES 
Re I 0 $ +4 N R Amer Experi 
M I } Rh 499 
( I LAL, R Deat 
M I ; . \ 
R : \ 633.00 
( BR ¢ 8 nN l 293.06 
‘ aero ng ~~ 1,070.48 
l D nd A 67. 4 \ 706.89 
D ly " ‘ _ PIALLIALL 
I l As I j » 
H oO - > 
iH B16. 
| Ass $12. 849.869 90 $12.849.869.90 


Ordinary and Industrial Life Insurance in Force, $165,613,035.00 
Operates in Nineteen States and the Republic of Cuba 


“ANCHOR TO THE ANICO”’ 























A Few Reasons 


WHY SHENANDOAH LIFE AGENTS ARE SUCCESSFUL! 





Up-to-the-Minute Policy Contracts. 

A Correspondence Course in Salesmanship. 

A Liberal Agency Contract. 

A Free Circularization Bureau. 

Whole Hearted Co-operation of the Home Office. 
A Liberal Substandard Department. 

The Numerical Rating System. 











Agency Openings for PRODUCERS 


The Shenandoah Life Insurance Co., Inc. 


ROANOKE, VIRGINIA 


The Agents’ Company—The Policyholders’ Company 


On Agency Matters Address-The Agency Manager, W. F. MACALLISTER 

















THE COMPANY OF 
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BANKERS LIFE 


DES MOINES 








GEO. KUHNS pres. 























New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 


Immediate beginning of a lifelong monthly income. 
When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 


When total and permanent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 


Total disability that has lasted three months will be assumed to be permanent. 

Waiver of premium, of course, together with full annual dividends and a full annual 
increase in cash surrender value. 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New Yor 


34 Nassau Street, New York 




















Incorporated in 1862 in the Commonwealth of Massachusetts 


Named JOHN HANCOCK in honor of the first Governor of Massachusetts, and first sign 
s of the Declaration of Independence. Lele &= 

In 60 years it has grown to be the largest fiduciary institution in New England. . 

Policies made secure by reserves maintained on the highest standard with an adequate Con- 
tingent Fond providing protection against all emergencies. Total Assets, $239,693,000; Policys 
holders’ Reserves and all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 

Policy contracts include all equities and options. ; é 

Business done through agents. Information and advice on any matter relating to life insur- 
ance are available at any time through the Agencies or Home Office of this Company. 








INSURANCE COMPANY 
OF BOSTON MASSACHUSETTS 
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©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT**° MONTHLY INCOME INSURANCE. 








17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
their life insurance. These drafts are delivered by our own salesman ready 
to avail himself of a cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 
to take sometime. 


_ We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 











To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE 


Beaumont, Texas 





Svewenoia at 
CAUMONT-TES, 


President 
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August 31, 1922 


NATIONAL LIFE CONVENTIONS 


Some Comment by Ex-President L. Brackett Bishop 
On the Character of Meetings 


IFE insurance men will be inter+ 
ested in some comment made on 


associations by L. Brackett Bishop ot 
Chicago, manager of the Massachusetts 
Mutual and former president oi the Na- 


“The National convention of the lifé 


| underwriters should be the great meet- 


the work of the life underwriters | 


tional Association of Life Underwrit- 
ers. He says: 

“All life insurance men are _ inter- | 
ested in the continued success of the 


great National Association of Life Un- 
derwriters which, more than any other 


body connected with life insurance, has | my 
7 io 


worked for the upbuilding of life insur- 
ance. Clinton Criswell, in a fine ar- 


| ticle in a recent issue of THE NATIONAL 





UNDERWRITER under the head of ‘Who 
Goes to the National Convention” gives 
his views, which are well worthy of 
attention on account of the success that 
he has made as paid secretary of the 
Cleveland Association. 

Too Much Sales Stuff 


“During the past two or three years 
the sales congresses have been of first 
class importance. So many of them 
are now 
so useful that I believe that the Na- 
tional convention should not be wholly 
devoted to sales congresses. Two ses- 
sions of one hour each, to my mind, 
would be enough for the sales element 
at the National convention. 
national prominence should occupy 
most of the rest of the time. The men- 
tal pabulum now given to the conven- 
tion 


is altogether too great. One- 
fourth of the amount would be better 
digested. In addition to the two-hour 


Sales Congress for the whole conven- 
tion, 


there should be many sectional 
meetings going on at the same time. 
Income Insurance, Inheritance Tax, 
Women, Agency Building, Closing, 


How to Get Prospects, Business Insur- 
ance, Group Insurance, Method of 
Stimulating Production, Industrial In- 
surance, etc The convention should 
be a bee-hive of activity. An agent at- 
tending could select the meeting he was 
most 
to attend all. A great deal of attention 
should be paid to the social features 
and an opportunity given to exchange 
ideas and social amenities untired 
too much speaking, etc. 

“The companies should, more and 
more, be encouraged to hold their an- 
nual meetings at the same time. Off- 
cials of the companies should be speak- 
ers at the meetings. I do not agree 
with Mr. Criswell in limiting the num- 
ber of delegates to be sent to the con- 
vention. I do not believe in making the 
convention the place to transact the 
business of the National Association. 
The business cannot be done by this 
great body of people in a three-day con- 
vention, but must be done by a smaller 
body to whom the convention delegates 
its powers, perhaps at the National con- 
vention, ratifying what has been done 
the previous year, with suggestions to 
the smaller body how to carry out the 


by 


| work the next year. 





to female risks between the ages of 15 and 60. 


ST. LOUIS, MISSOURI 
EDMUND P. MELSON, President 





Added Agency Opportunities 


Advantageous agency contracts are open .to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


J. DE WITT MILLS, Secretary 








|} ance 


held and so well attended and | 


ing place of all insurance men once 
year, not only of delegates attending 
but every member of the National as- 
sociation be encouraged to come; life 
insurance officials of all kinds also, mak- 
ing it a great annual fair of life imsur 
with much variety of program, 
but never so much as to make the con- 
vention tiresome. 

“If some such plan as this is carried 
look forward to the time when 
ten, fifteen or twenty thousand of life 
insurance men, agents, managers, stat 
officials of insurance and officials 
the home office, will come together for 
three days and leave the convention not 
only stimulated mentally, but refreshed 
by the entertainment and by meeting 
each other. 

“It would seem wise, too, for the Na- 
tional Association to make an appro- 
priation each year, perhaps of about 
$2,000, for the president’s traveling ex- 
penses and clerical help required.” 


o1 


CHAPMAN TO SUCCEED HALL 


| Second Man Selected for Texas Com- 


Speakers of | 


missionership Accepts Post—Takes 
Office Sept. 1 

AUSTIN, TEX., Aug. 29.—J. L. 
Chapman of McKinney has been ap- 
pointed commissioner of insurance and 
banking of Texas, effective Sept. 1, vic« 
Ed Hall, resigned to become first vice- 


| president and a director of the Dallas 


interested in and should not have | 


County State Bank. The place was 
first offered to W. W. Woodson oi 
Waco, president of the First National 
Bank of that city, but was declined by 
him. Mr. Chapman was seriously con- 
sidered by Governor Neff when he made 
up his first slate nearly two years ago. 
His whole business career has been de- 
voted to banking and Deputy Com- 
missioner Scott will continue to be the 
person in authority on insurance mat- 
ters in the department. He will not be 
affected by the change in the nead of 
the department. 

There is hope by both the insurance 
and banking interests of Texas that the 
coming legislature will provide for the 
separation of the two divisions of the 
department 


sO am insurance man can 
head the insurance department and a 
banker head the banking business. At 


this time one or the other suffers. There 
will be no need for extensive changes 
in the law except to eliminate the phrase 
“commissioner of insurance and bank- 
ing” and substitute the name to be given 
the new department of insurance, which 
may be combined with the State 
Insurance Commission. 


Fire 





Many After D’Olier 


Col. Franklin D’Olier, former head 
ot the American Legion, in accepting 
the presidency of the Philadelphia 


Sesqui-Centennial Association has sud 
denly become a much-desired prospect 
tor life underwriters. Already repre 
sentatives of two companies are urging 
that a $1,000,000 policy be taken out o1 
his lite on behalf of the association, to 
say nothing of several appeals 
smaller policies. 

Phere 
who made 
However, Col 


is considerable speculation as 
the two $1,000,000 offers 
D’Olier’s reply will re- 
quire a_ clever rebuttal. “Frankly. 
said he, “I am not in favor of insur 
ing anybody’s life in this undertaking. 
because it would be more or 
an admission that the big fair was de- 
pendent for its success upon the ind 
viduals: when, in fact, it is a city-wid 
and nation-wide undertaking.” 


to 


less 





Vilm 
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HEALTHY CONDITIONS 
FOUND IN OKLAHOMA 


Bright Prospects for Life Insur-| 
ance Seen by Edwin 
Starkey 


IMPROVEMENT IS GENERAL | 


Vice-President of Mid-Continent Life 
of Oklahoma City Writes of Situa- 
tion and Outlook 


[he encourgaing outlook for life in- 
surance in the Oklahoma 
been outlined by Edwin Starkey, vice- 
president of the Mid-Continent Life of 
Oklahoma City, in an article recently 
written for an Oklahoma weekly maga- 
zine. Mr. Starkey said that the busi- 
has stabilized that 
future prospects are particularly bright. 
He said that one of the best selling argu- 
ments for the protection is the manner 
life insurance through 
the years of excessive flu losses and re- 
Mr. Starkey said, 


state of has 


become and 


ness 


in which came 


adjustment troubles. 


im part: 
Has Seen Many Changes 


“Life insurance in Oklahoma, its 
progress and present day condition ts 
much in keeping with the same condi- 
tions found in other 47 states. The 
nsurance business has not been without 
its ups and downs during the last four 
vears. Its agencies and its production 
of new business, losses from flu and 
other phases of the business had flooded 
carburetors which caused the inevita- 
ble back-fire of lapses, reduced policies, 
extension of premium payments, policy 
loans and less new business. Thanks 
to the very nature of the business, which 
tends and trains toward conservatism, 
and with due acknowledgment to state 
supervising officials and to the laws of 
this and other states, which hedge about 
a life insurance company and its opera- 
tion with a bulwark of safeguards, the 
official directorate and in the main a 
majority of the outstanding producers 
or life underwriters, though they may 
have ielt the pressure and tugged at the 
leashes of conservatism, turned a deat 
ear to the attractiveness of other lines 
of endeavor, and stood then, as they 
stand now, true to the unfailing and well 
defined principles and practices of lite 
insurance, 

Has Accomplished Much 

“Legal reserve life insurance operates 
on an age-old plan that is right and 
toward a purpose that fills an economic 
need, unmatched and indeed, unchal- 
lenged by any other scheme worked out 
by the hand and mind of men. Legal 
reserve life insurance was prepared 
when the unheard of incomparable and 
unexpected Spanish influenza — flu— 
swept across this country and took its 
death toll. Staggering figures total the 
amounts paid to beneficiaries during 
those few months, and yet little was said 
and less money spent to give the stu- 
perdous fact publicity than is used each 
month to advertise a popular soda toun- 
tain drink. 

“Policvholders have availed them- 
selves of the cash loan feature of their 
legal reserve policies to a very large ex- 
tent. Many times this has saved the 
day for the one who needed ready cash 
to consummate a deal or tide over some 
crisis, vet these thousands of cases re- 
main unheralded so far as the public is 
concerned, as the very nature of the 
transactions is such that it is held con- 
ndential. No rediscounts, no borrow- 
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delay or collateral security other than 
the policy itself. True, a great volume of 
new was written during the 
upward trend of the war period. Still 
without its attendant evils, 
as this caused some cases of over-insur 
and much lapsation when 
‘tightened up.’ 


business 
this was not 
ance 


condi- 


bons 
In Good Condition 


“A careful survey of conditions affect- 
ing lite imsurance in Oklahoma today 
shows conclusively that all legal reserve 
companies Operating in this state have 
come through a period of extremes, of 


rapid success and quick failure in so 
many other lines, unscathed and un- 
tainted with get-rich-quick methods; 


with increased and increasing new busi- 
Ness; reserves piling up with mathemati- 
cal accuracy to the credit of policy- 
holders and their beneticiaries; and the 
additional security of a large surplus. 
Requests for policy loans are receding 
not nearly so numerous by perhaps 50 
percent when compared to six months 
ago, showing that the 
realize the sacredness of his 
protection, and that only dire necessity 
will prompt him to impair the amount 
so set aside for his dependents. Lapses, 
the bane of insurance, are decreasing. 
Many Oklahoma policyholders, during 
this mid-season are resorting to de- 
ferred premium payments, under the 
privilege extended by practically all 
companies, but with a seeming desire to 
keep their policies in force. ‘Lapses are 
on the decrease. 

“Now, as to new business, we 
should like to have that considered from 
two angles—quantity and _ character. 
Inquiry develops somewhat varied re- 
ports as to quantity of current business 
written when compared with a year ago 
but this varies with the activity of 
agencies. Granting that volume of new 
business acquired is off several points, 
which it is believed is the case, the sur- 
vey brings the unanimous report that 
the quality or character of business now 
being produced is of a very high order. 
This condition stands to reason. When 
a man assumes a policy of life insur- 
nowadays he really buys 
not merely sold. We are passed 
heyday of business dealings now— Is 
rather one of pay-day. 


ance 


More Intelligent Understanding 


“People generally are coming to an 
intelligent understanding and apprecia- 
tion of this thing of life insurance. Con 
fidence has been built and maintained 
tor long years—40 years and not 
ure of legal reserve life insurance to the 
detriment of a policyholder. Preachers, 
teachers, schools and journalism every 
where speak favorably of the institution 


policyholders | 
insurance | 


and is 
| 
the | 


a fail- | 





ul 








“Miracle” of Life Insurance 





[* a recent laudatory article written by the editor of a 

magazine for salesmen, “How to Sell—and What,” The 
Columbus Mutual Life Insurance company of Columbus, 
Ohio, was declared to be the “Miracle” of Life Insurance 
because of its success in reducing cost of insurance and 
building up its surplus and because of what it has done for 
agents—enlarging their opportunities and increasing their 
rewards. Other companies in time, the editor predicted, 
will be obliged to adopt the methods inaugurated by 
President C. W. Brandon. “The accomplishments of Mr. 
| Brandon are the marvel of insurance men,” he wrote. 
“They never thought it could be done. Now they are lay- 
ing their tributes at Mr. Brandon’s feet.” 

So great has been the demand for this magazine article 
| that it has been republished in pamphlet form. The first 
edition of the pamphlet was quickly exhausted and a 
| second issue has been published. A copy will be sent 


free to any one writing his name and address in the margin 
of this notice and forwarding to the Home Office, at Co- 
lumbus, Ohio. 

The Columbus Mutual system eliminates all “middle- 

men,” general agents, supervisors, managers, etc. Great 
savings thus effected mean increased policy dividends and 
larger rewards for agents. The Company’s agency con- 
tract includes such striking innovations as Vested 
Renewals and Unrestricted Territory. 
__ Any life agent thinking of a change in connections 
will find it to his permanent profit to get in touch with 
the Columbus Mutual at Columbus, Ohio. 
| 
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On the Score of Honesty, Competency 
and Efficiency, This Company Ac- 
knowledges No Peer. 


YE PONTE 


RAMTEC IS OI 








of life insurance Policyholders and | 
beneficiaries present a solid front and | 
vote unanimously one way. 


“Oklahoma is looked upon as a good 
insurance state It is young and devel- 
ping, peopled with folks who are alert, 
quick to grasp with a state of mind that 
is looking upward and forward, and 


possessed with a burning desire to do 


things—not just settle down Such 
people make ideal insurance prospects 
\s to the immediate and future outlook 


we hold that this phase is highly favor- | 


able, and with the coming of this fall, 
a good cotton crop, with the promise of 
fair prices, then the new year and 
other years, we believe the life com- 
panies operating in Oklahoma have 
nothing to fear.” 














HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 














ing, no Federal Reserve Banks were 
necessary for the life companies to go 
through with this program in answering 
the policy requirements without red tape 


Splendid territory open 
General Ag 


you or your estat 


C. D. RENICK, President 


Indiana N ational Life Insurance Company 


Best Commissions and Renewals. 


INDIANAPOLIS, INDIANA 


in Indiana, Michigan and Illinois, for District and 
ents, who are capable of handling men. 


Renewals onced earned will be paid 
e. If interested in building for yourself, write 


ERNEST E. WEBSTER, General Agency Manager 
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@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 


Nat hwnal ye 
naurance Company, 


Home Office, Madison, Wis. 

















HOME LIFE INSURANCE Co. 
NEW YORK 


WM. A. MARSHALL, President 
The 62nd Annual Report s Report shows: 


Premiums received during the 

WORP Welcocccasccncce seeee $6,990,547 
Payments to Policyholders and 

their beneficiaries in 


Claims, suensentite, Dividends, 


i. . sabebbathtantnemnatideenennne 4,740,340 
Amount added to “the “Insurance 
eserve Funds............ . 2,121,307 
Net Interest Income from Invest- 
SRERS scccadescedeneneeesenenacienat 1,964,050 
($642,638 in excess of the amount 
required to maintain the re- 
serve) 
Actual mortality experience 53.44% 
of the amount expect 
Insurance in Force...........++. heer x 
Admitted Assets ........... peeve 43,222,328 


FOR AGENCY “APPLY TO 
W. A._R. BRUEHL & SONS 


Managers 
Central and Southern Ohio and Northern 
“7 —4 


Rooms 601-606 The h Nat. Bank Bidg. 
CINCINNATI OHIO 





CLEVELAND, OHIO 














FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 











Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 


Best of contracts to 
agents. 


TwogeneralAgenciesopen 
in Iowa. 


Write for information. 
LOUIS H. KOCH, President 
National American 
Life Insurance Co. 


Burlington, Iowa 








THE 


der the rules governing the company in 


securing information from medical ex 
aminers and others this information 
must be treated as contidential. Fre- 


quently an agent goes to the local medi- 


iner does not have any right to disclose 
to an agent or anyone what he has 
discovered in the physical condition of 
an applicant and the medical examinet 


else 


who does disclose that information is 
violating the rules of the company.” 
From the Applicant's Angle 

In my brokerage business I have 
written some life insurance, not enough 
to make any of the “big case” birds 
sit up, but enough to give me an op- 
portunity to see the rejection from 
another angle, that of the rejected ap- 








NATIONAL 
SOLICIT HIGHER AGES, 
VALUABLE AND GRATIFYING 


Some Underwriters Find Solicitation 


cal examiner to find out whether there 
is any physical reason why the appli- | 
cant should be declined and, of course, 
usually receives the answer from the 
medical examiner that the applicant is 
a first ciass risk. The medical exam- 








UNDERWRITER 


are thousands of cases, however, where 
by special effort additions could be 
made to that carried and an adequate 
amount more nearly approached. The 
cost is high, but it is not money thrown 
away. It comes back to the policy 
holder or beneficiary and, the greatest 


benefit of it all, there is immediately 
of Those at Age of 60 or More built an estate sufficient to care for 
: the family It is adding interest in 
Well Worth While life to these men snd their families 
and is an all-round service to the pub- 
The solicitation of prospects 60 years lie ’ \s for the _ time Spent in such 
or more of age has never been strenu- | WOrk. it is well rewarded, both in ad- 
ously urged bv life underwriters and ditional business trom others and in 
some have even said that they make it | PT¢Miums on the particular policies, 
a point never to urge men of this age | #5 the prize of the premium makes up 
on the matter of life insurance. There | fT the reduced face of the policy. | It 
are some ageuts, on the contrary, who|'> 4 class of solicitation that pays 
believe that these men not only form Always Need Insurance 
the best class of prospects, but that the ' 
underwriter who makes it a point to| The greatest handicap to the sale o 
reach all such men _ possible is ren- | policies at the higher ages 1s seen by 
dering a greater service to the com-| one general agent as the > atti- 
munity. Men who have passed the | tude ot the lite underwrite He said, 
half-century are in most cases more] “It is too generally eer tape that when 
easily approached and more fully com-| a man passes a0 he no longer needs 
prekend the value of life insurance | lite insurance Phis is the basis of 
protection. They have for many years | the sale of endowment forms and is the 
seen the benelits as gained by their | idea that sesiite in many approaching 
friends and fellow citizens and know that, enforced retirement without lite msur- 
this protection should be carried and in | ance It is true that when a man 
sufficient amount to care for the fam-| reaches 60 his family is grown and 
ily Usually the only deterrent factor | selt-supporting It is also true, how- 
is the cost, and if care fully presented |} ever, that that man’s wife has excel- 
this can be overcome and the commu- | lent prospects ot ving many years 
nity benefited. through an enlarged es-| after his death, or that both may add 
tate in the possession of this particu-| many years to their lives. Just as 
lar citizen’s beneficiaries. the mortality tables have shown that 
a man has chances of so many mort 
Overcome Cont Barrier vears when he reaches a certain age 
Cost is in most cases the barrier | each birthday adds to the possibili 
to a sale to men over 60 or even over! ties of the future. Any life insurance 
30 vears of age, but, as one under-; man who has spent even a few years 
writer has said, “the goods purchased | in the field knows that there are thou- 
are of such value as to be well worth | sands of cases where couples of 60 
the extended effort.” This underwriter | years or more are living in comtort 
further said, “Life insurance at these | and happiness, but without an estate 
ages is expensive and in many cases] to tide the death of the income pro- 
it would be with no little difficulty | ducer. Death would mean the depen- 
that the prospect could take out even | dency of the widow on some relative 
a small amount of the protection, | or some institution. \ life policy 
However, it is surprising how many | taken in many cases at the expense 
men reach the age of 50 or 60 without | of some of the little comforts enjoyed, 
any life insurance, or at most $5,000,| would leave that home intact and the 
which would not last for many years. | widow independent. It is a class of 
It is true that those who have reached | solicitation that I like to encourage 
this age without sufficient life insur- | and one that is gratifying to pursue, 
ance are m many cases men who could} as those who are sold at such ages 
not afford to carry very much. There] appreciate your efforts.” 
THE REJECTION TERROR 
A Plea for the Applicant Who Is “Sentenced to Death” 
By GEORGE BROWN 
In Tue Nationa Unperwrirer re- | plicant. I'm not defending the broker 
cently J. J. Parks, secretary of the Mis- | or the salesman. They are good sports 
souri State Life, talking on “Selection | and realize they can’t win all the time. 
of Insurance Risks.” was quoted as say- It is quite differeat with the young 
ing: man or the elderly man. Rejection by 
“It is true that frequently an applicant | a life insurance company is one of the 
is declined when the agent honestly and | hardest blows a man has to suffer in 
sincerely believes that the applicant is | this world of ups and downs 
in every respect a first class risk, and \n actual instance, a concrete ex- 
does not have the opportunity to learn | ample, is the best kind of argument, so 
otherwise. It is also true that it is most | | will quote the case of H. L. 
unsatisfactory to the agent not to know Harry, a young chap of 22, had never 
the reason of this declination, but un- | been sick. outside of measles and one 


or two other troubles incident to child- 


hood. He doesn't look very sturdy or 
robust, but he’s tough, as his kind usu- 
ally are. He went through the big war 
as an enlisted man, after passing a 


searching physical examination—search- 


because ot his lack of 


ing seeming 
sturdiness. He was over in lrance and 
stood his share of exposure and hard 
work. He didn’t have hour's illness 
ot any kind during his servic Nor 
has he had since he came back. 

His line was commercial tllustrating 
and booklet printing selling He did 
well—well enough to get married last 
vear, and he drew a prize, one of the 
finest girls in the big city in) which 
they both live. a real woman; no flap- 
per or girl with a “career.” In du 
time along came a baby—a credit to a 
splendid father and mother 

“Woke Up When Baby Came” 

I had talked life insurance to him 

several times, but he didn’t wake up 


| poi nt of the rejected applicant, and not- 


1 it the life 
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haby came. He was “saving 
little partnership deal between 
young man. Said 


until the 
up” fora 
himself and another | 
he couldn't stand more than $2,000. 
him that $2,400, payable 3100 
two ye would be a better 
$2,000 lump sum and an in- 
time to time as his business 
justify 


I called 


showed 
month for 
way than 
crease from 
success would 
He was rejected. 
office and broke the 
tactiully as possible 
|}get him in other company. Ad 
| vised him his own doctor imme- 
diately, ascertain what the troubl 
and get under treatment at oncx I: x- 
plained that | couldn’t tell him what 
was wrong, because the ompany\ 
wouldn't tell me. 
He did go to 


ars, 


him to my 
news to hn 
Told him I'd 


bad 
bas 

some 
to see 
Was 


same 
north, 
to nuts 


noth- 


his doctor that 
day. The doctor examined him 
south, east and west, from soup 
and told him there was absolutely 
ing the matter with him. 

Notwithstanding this 
surance Harry slumped, 
mentally. The thought is in 
the time, “What's the : 
to die any minute.” 

His young wit 
hard. She'd rather 
doctor than the company’s doctor but 
the disturbing thought that something 
is wrong rises like a ghostly spectre 
every now and then. 

His father worried 
the two young people 
ran down. A bruised 
fected, the pus spread 
proper medical treatment and he died 
couple of weeks ‘ater, his resistance 
having been reduced to next to nothing 


comiorting as- 
a 

physically and 
his mind 
. ; 

all use? I’m go- 
Ing 
t take it so 


their own 


doesn’ 
believe 


even more than 
did. His vitality 
knee became in 
because of im- 





Cannot Be Explained 


1 talked with the president of the 
| company about it, not going into details 
} uit on the general subject of withhold- 
ing information as to cause of rejection. 
| He explained that companies have had 
| troul ile, lots of trouble, suits for dam- 
| even. Sometimes, he said, the rea- 
for rejection is not because of phys- 
impairment or conditions but 
moral reasons, sometimes simply 
| cause of the judgment of the examiner, 

matter how satisfactory the exami 
In lation itself may have been, and that 
: these things cannot be explained to 
| 


ages 
son 

ical for 
be = 


no 


either applicant or salesman. 
When the results of Harry's rejection 


became more pronounced | went to the 


think 


some 


balks. | 


may be 


fcllow 
afraid there 
trouble. This is not surprising 
the fact that when any of 
accident policyhold rs go 
medical examination as 
turther renewal, 


But 
he’s a 


} chief medical examiner. He had made 
the examination himself. I did go into 

| details with him and he finally agreed 

}that if Harry would come to him per- 

| sonally he'd see what he could do about 
etting in some light on his rejection 

| Balks at Re-examination 


the voung 
little 
serous 
in view ot 
my over 
up against a 
necessary to 


| t rr) 
| nve out 


| of six refuse, One would suppose a man 
| would want to know if he’s all right. 
It’s a matter of fact, the minute you 
| give the average man the idea that he 
}isn’t all right, he doesn’t want to know 
what's wrong. If he’s sick, that's differ- 
ent, but when he isn’t sick that’s some- 
thing else. 

My contention in sketching the view- 


opinion, is that 
insurance company is in busi- 
beneticient institution, as the 
greatest philanthropist of modern days. 
as the greatest instrument of financial 
assistance in home and business stress, 
then way should be found and 
practiced to obviate such conditions as 
have been brought about in the 
my young friend. His is not an isolated 
instance. The big terror of a rejection 
is hanging over thousands of homes. 
the head of the family “sentenced to 
death” by the medical examiner. 

In such circumstances the life 


withstanding Mr. Parks’ 


Ness as a 


some 


case ot 


msur 


ance company is more likely to be re- 
garded as a “soulless corporation,” out 
for the safe money and the big divi- 
dends, than as a beneficient and helpful 


institution. 
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GREAT OPPORTUNITY 
FOR LARGE POLICIES 


Milwaukee Life 
Find Plenty of Big Contracts 
Now Being Sold 


Underwriters 


BIG MEN HAVE BIG NEEDS 


Variety of Arguments Available for 
Showing Men of Wealth the Need 
of Greater Protection 


MILWAUKEE, 


Lite 


WIS.. 


here : 


Aug. 29%. 


underwriters who specialize 


policies involving large amounts, 


that never in their expec;ricence have 


the 


state 
writing of! 
than 


he opportunities for 
arge policies been more favorable 
Not every life 
but the ma 


the present time un- 


derwriter felt so optimistic, 


jority of men who confine their ef- 


iorts to the large policy field are firmly 


convinced that a definite trend toward 
the taking out of large policies is no- 
ticeable among the wealthier classes, 
and among corporations. Here is what 
four of the most prominent Milwaukee 
life underwriters replied in answer to 
the query “Is there a revival of inter- 
est on the part of men of wealth in life 
insurance and what arguments are used 
to secure the underwriting of large 
policies ?” 
Proposition Better Presented 


Clifford L. McMillen, Northwestern 
Mutual Life—“Men of large means are 
uuying larger amounts of life insurance 
t the present time than at any time in 
the life insurance businéss, largely |! 
think, because life insurance salesmen 
presenting the proposition mych 
intelligently. Men of large in- 
have large needs for life insur- 
ance. Life insurance men today are 
analyzing these needs as never before 
and demonstrating beyond question 
that they can be more certainly taken 
care of by an adequate amount of life 
nsurance, than in any other way.” 

Gifford T. Vermillion, Mutual Life of 
New York.—“There are not the large 
policies being written now that there 
were last year, and the year before. In 
the few that are written, the arguments 
used are mostly inheritance tax, corpor- 
ition insurance, and guaranteed incom 
Men of large means are placing corpor 
ation insurance in fair sized amounts 
because of there being no tax on the 
proceeds. I believe that corporation in- 
surance at the present time is the field 
for the life insurance man, because of 
the experience heads of corporations 
have had in the past three vears, and 
the value put on the heads being more 
fully realized now than ever before.’ 


are 
nore 


comes 


Large Policies More Common 
Herzberg. Prudential.—‘“In 
y 35 years experience in the insur 
business, I have never witnessed 
writing of policies of large 
as at the present time 


Jose ph 


ance 
s much 
mounts, 


I re-' 


LIFE 


member very distinctly when, around 


INSURANCE 


1802, James |. Hill took out a $100,000 
policy It was then the talk of th 
entire country Later on, a man in] 
Minneapolis took out a $500,000 policy, | 
and it aroused such comment that every 
agent spoke with a certain amount ot 
awe of such large deal. Today, this 


office handles cases involving policies 
$500,000 


which range from $100,000 to 

without considering such policies much 
out of the ordinary Banks are advo 
cating such protection for wealthy men 


and for corporations, and the men them- 
selves are beginning to realize that 
heritance taxes should be covered by 
insurance. I feel that we are on the 
pol cles tor 


threshold of an era of larg 


individuals. At present, large policie, 
are usually divided on a 50-50 basis, 
part for family protection, and part for 


corporation protection.” 


Requirements for Credit Increase 


Tohn J] Hosch, $200,000 club New 
York Life “There still is my opin 
ion, a large field for life insurance cov 
ering corporation, partnership and in 
heritance taxes, and while the individual 
policies may not average as large as 
heretofore, the volume will be greate: 
owing to the number of risks covered 


’ 


The requirements of life insurance for 


credit are increasing so fast that the 
time will come when the large major- | 
itv of business men will find it neces 

sarv to carry sufficient life insurance | 
to fully protect his creditors and his | 
family There is also a growing field | 
for monthly income insurance payable | 
to a designated beneficiary Policies | 


payable in this way have a tendency to 
prevent extravagance and remove 
sibility of the beneficiary 
through unwise investments 


pos- 
losing pro- 
ceeds 


North Dakota Agency Meeting 


North Dakota agents of the 
sota Mutual Life gathered at 
N. D.. recently for the annual 
of the state field men, the two-day 
being well attended by representa- 

parts ot the and 


from all 
executives from the home office at St 


Minne 
MeVille, 
mecting 
S¢s- 
sion 


tives state 


Paul. State Manager Simpson managed 
the details of the meeting. President 
E. W. Randall was present and spoke 


at the banquet and the business session. 
Mr. Randall told of the growth of lite 
insurance in the entire country and 
especially of the rapid growth of the 
Minnesota Mutual He spoke highly 
of the work in the North Dakota agency 
At the his Manager 
Simpson presented him with $117,262 ot 


close of address 


; applications for new insurance, covering 
production for the first ten days in 
August. Mr. Simpson then said _ that 

| the goal of the state agency for the last 


four months has been set at $1,000,000 


a warm contest now being under way 
between the various tield men. \ssist- | 
ant Agency Manager H. |]. Cummings | 
led the discussion on “Life Insurance 
| Problems.” Some of the speakers were 
l. T. Lewis, G. Cervenka and |]. Mever 
| Johnson, Among the speakers at the 
j}annual banquet were Mayor Nelson of | 


McVille and President Quanbeck of the 
| Commercial Club 


Albert FP. Oxbern, miunagcer of the 
Royal Union Life branch at Kansas City 
Mo., has returned from a month's fishing 


trip in Walker, Mint 


LIFE COMPANIES’ SEMI-ANNUAL STATEMENTS 


(As Filed With the Governor of Georgia) 











Six Mont 

Assets Surplus In Fores Income Dishb'mnts 

‘ a Life $197.514,.883 $ 23,616,435 $1.288.904,349 $32,486,283 $26,646,948 

\tlantic Life 9,450,805 665,020 84.909.719 17°0 564 99 O75 
(‘olumbian Nat 845.112 1,500,131 153,770,957 , 120.840 R¢ 87 
Connecticut Mut 3 $28,000,000 9,423,731 t 4.316 
Equitable, N. ¥ 663 101 2 833 2.925, 803.049 79.853.9 71.2°5.570 
(Juarantee Mut. 9.654 882.9 1 3.659 
‘juardian, N. Y. 02,.938.9 56.246 
Interstate Lf. & A 195.959 4.065.000 21.306 
Life Ins. Co of Va 0 1,509.66 19,402,856 722.200 
Nat'l Life & <Ax« 7 1,436,320 8.197.342 5.253.686 1.781.748 
National, U. S. A > & ( 1386.0 138,039.75 4 70,529 
Nat'l Relief Assur 3 158,141 160,270 
North Car, Mutua 1,686,672 118,078 7,808,616 702,098 
teliance Life 19,912.36: 1.678.354 224,049,806 4,523,745 2,638,622 
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You Can Multiply 
Your Producing Power 


EDICAL LIFE AGENTS do multiply their producing 
powers. Why? Because the Medical Life writes Stand- 
ard, Sub-Standard and Child’s Endowment Policies. 
For that reason our agents lose no time ‘‘choosing”’ prospects. 
Their prospects are not limited. 
The Company’s liberal attitude toward impaired risks makes it possible 
for them to render 100°) service to their clients. 
Our Child’s Endowment Policy has received enthusiastic endorsement. 
It is a real agency money maker. 
Then, too, the Medical Life’s rates for men and women ere the same. 
The Medical Life agency offers an unexcelled opportunity for YOU. 


TAKE advantage of your producing energy—multiply your pro- 
duction by securing the agency for this company 

if you are to produce—mere. The one best 

way to save time is to capitalize more fully upon your opportunities 

The Medical Life Agency offers you this opportunity 


You've got to save time 


to sell 
to-day. 


The Medical Life Insurance 


Company of America 


Black Hawk Building 


W. A. ROHLF, President 


Write 


Waterloo, Iowa 


I. G. LONDERGAN, Secy. and Gen'l Mgr 

















ROYAL UNION MUTUAL LIFE 


Insurance Company 
DES MOINES, IOWA 


Incorporated 1886 


FRANK D. JACKSON, President 


SIDNEY A. FOSTER, Secretary and Vice President 








Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 
and a premium waiver with $10.00 monthly income disability. 


Ordinary Life........... $21.02 Endowment Age 50....... $44.82 
20 Payment Life......... 31.12 Endowment Age 55....... 33.15 
20 Year Endowment...... 44.82 Endowment Age 60....... 29.52 

Sa 35.71 Endowment Age 65....... 25.78 
Endowment Age 85....... 22.37 Endowment Age 70....... 20.42 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 











Southland Life Insurance Co. 


DALLAS, TEXAS 


The Progressive Company of the South 


HARRY L. SEAY, President 








Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 


Manager of Agencies or 
111 No. Broad Street 


Philadelphia, Pa. 


ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Ill. 














New Insurance Issued in 1921 
Gain in Insurance in Force 


Unexcellied Life 
Absolute Security — Perfect Service — Square Dealing 


William Montgomery, Pres. 


The Masonic Mutual Life Association 


This Did Not Happen by Chance 
sevcecocececees $ 42,448,000.00 
30,124,750.00 





Insurance in Force Dec. 31, 1921 101,222,295.00 
ROREED., 62000660000000000080000000008 4,613,494.57 
Increase in Assets .......... 660005 - 1,518,954.00 
Increase in Reserve .........ccccccccescseeees 1,282,156.00 
Increase in Surplus. ...... «6. .66csccessneeess 225,575.00 


msurance Protection — Lowest Net Cost 


A Satisfied Field Force 
Homer Building, Washington, D. C. 
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such failures. 


The Close of the Day’s Work 


HEN you begin to figure up yourearn- All this and more we constantly strive to 
ings and recall the several reasons for give our agents. This coupled with good 
failures during the past year, you then more policy contracts and liberal commissions, is 
than any other time keenly realize the im- an incentive which should interest any am- 
portance of a helpful constructive home bitious agent who wishes to make the most 
office service that trains you to overcome of his salesmanship efforts. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and We would like to hear from several 
a direct co-operative spirit generously given. good men for important field positions 


Inter-Southern Life Insurance Com any 
JAMES R. DUFFIN, President LOUISVILLE, K CKY 











The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, G alc 1 








MUNCIE, INDIANA 














George Washington Life Insurance Company 


A Definite Territory 
A Liberal Contract 
Low Premium Policy Contracts 





Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 
Carolina, South Carolina and Georgia. Address: 


ERNEST C. MILAIR, Vice President and Secretary 








O. W. JOHNSON, President 





SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 


INSURANCE IN FORCE DEC. 31, 1921 ‘ : ‘ $37,100,961 
Assets . , ‘ ‘ : ‘ ‘ ‘ ‘ 4,442,069 
Payments to Policyholders since Organization ‘ ‘ ‘ 3,727,743 


Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 


Openings for General Agents and Managers in Fifteen States 
Address > GOSS, Vice-President and 








rienced agents. 





MAKING MONEY 


That DETROIT LIFE Agents are making money is evident from the fact that during the 
first six months of 1922 Detroit Life Agents wrote $7,885,000 of new business in Michigan. 


This is an increase of 40 per cent over the same period last year. In June, DETROIT 
LIFE Agents wrote $1,808,000 of new business in Michigan. 


There are some very fine agency opportunities with the Detroit Life, especially for expe- 


Can also use a few part time men. Home office co-operation assures success. 


M. E. O’BRIEN, President. 


August 31, 1922 


| HONOR TALBOT ON BIRTHDAY 


| Fidelity Mutual Agents Flooded Office 
With Applications Last Week in 
Tribute to President 


\ large volume of applications poure: 
|} into the Fidelity Mutual’s head office 
last week and were still coming in the 
early part of this week from all ove: 
the country as the result of a movement 
| to honor Walter Le Mar Talbot, presi- 
dent of the company, on his birthday 
| Aug. 23. In announcing the plan som: 
time ago, Frank H. Sykes, manager oj 
agencies, urged each of the agents to 
“write a Talbot birthday remembrance: 
in the form of a Fidelity application,” 
mailing the card direct to President 
Talbot. “If you want to hazard a guess 
on the age of your noble chief, suppos¢ 
you make the amount in keeping— 
$1,000 for each milestone he has passed.” 
Results so far have been most gratify- 
ing. 


Penn Mutal Men on Vacations 


Most of the officers of the Penn Mu- 
tual Life were away for part of August 
President William A. Law returned 
Monday from spending several weeks in 
Nova Scotia. Former President George 
K. Johnson spent the greater part of 
his month’s vacation at his home in 
Chestnut Hill. Vice-presidents William 
H. Kingsley and John W. Hamer will 
take their vacations in the fall. Henry 
C. Lippincott, manager of agencies, 
spent the past month at the seashore 
Frederic H. Garrigues, mathematician: 
Oliver W. Perrin, assistant actuary, and 
Louis W. Steeble, assistant to the presi- 
dent, spent their vacations in Maine. 
Senator George Wharton Pepper, gen- 
eral counsel for the Penn Mutual, also 
took a vacation in Maine, but cut it 
short in order to take a hand in the 
anthracite strike conferences in Phila- 
delphia. Harrison S. Gill, supervisor of 
applications and death claims, vaca- 


Reinsures Foreign Business 


The Sun Life of Montreal has taken 
over the foreign business of some of 
the New York companies. The Sun 
Life does a world-wide business and 
hence was in a splendid position to 
make this deal. The New York com- 
panies have gradually withdrawn from 
foreign territory and when the world 
war started they stopped writing abroad 
entirely. The insurance which the Sun 
Life takes over amounts to $50,000,000. 
The reserves are $24,000,000. The Sun 
Life has received $6,850,000 as part pay- 
ment for the obligation. The trans 
action has been approved by the insur- 
ance departments of New York and 
Canada. 


Kansas Agency’s Good Record 


M. F. Mulconery of Wichita, agency 
director for the New York Life for 39 
Kansas counties, announces that the 
business written by his agency force 
this year will surpass all former years, 
as evidenced by volume of business 
done so far. He expects to put $3,000,- 
000 on the books this year, an increase 
of nearly a quarter million over last 
year. 
| Mr. Mulconery has an agency fore: 
| numbering 32. In a contest last sum 

mer his agency ranked fourth in the 
| amount of insurance written and won a 

Kingsley testimonial prize in the com 
[Sonne against other agencies repre- 
| 





senting the New York Life. 








Gets Double Benefits 

Frank A. Brown of Murfreesboro. 
| Tenn., was murdered July 7 of this vear 
He carried two policies in the Bankers 
Life of Iowa fora total of $5,000, Both 
policies contained the double indemnity 
benefit and were issued late last year 
| Mr. Brown was 28 years old. His 
| beneficiary, who was his wife, received 
| $10,000 on account of the double in 
demnity. One of the policies had been 
carried less than a year and the other 








less than six months. 
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At Non-Participating Rates 
ORDINARY LIFE 
(Minimum Policy $5,000) 
" Rates per Thousand 

Age Premium Age Premium 
Ti aeale $14.24 Mawes $24.44 
SES 14.57 40.. . 25.40 
14.92 pee 26.40 
ee 15.28 42.. . 2748 
ae 15.66 Gv esacve 28.62 
ee 16.06 er 29.83 
eS 16.49 ne 31.12 
16.93 ee 32.50 
eee 17.43 47. 33.97 
a 17.98 Sere 35.53 
naecee 18.54 Se 37.21 
See 19.14 i. wade 38.99 
Be dcses 19.78 ea 40.88 
Seas 46 Ere 42.90 
ee 21.17 = 45.07 
er 21.91 a 47.37 
i nwees 22.71 eee 49.82 
. er 23.56 


MANAGERS WANTED 


James A. Fulton, Age 
Philip Burnet, Pre 


cy Manager 
esident 


Continental Life Insurance Co. 


Wilmington, Delaware 











ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








ARCUS GUNN 
CONSULTING 
ACTUARY 
29 S. La Salle St. CHICAGO 


Telephone Randolph 3473 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








J. McCOMB 

COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lite Insurance Forms Prepared. 
The Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 
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More agents read The National Unées- 
writer than any other weekly newspaper 
of insurance. There are reasons—plenty 
of them. Our subsertbers know. 











HEAVY ARTILLERY Is 
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BROUGHT INTO ACTION 


(CONTINUED FROM PAGE 1) 


in the new organization find that no 
two statements in reference to the same 
business obtained from fire insurance 
companies are the same. Sworn state- 
ments, he says, covering the identical 
information vary from $400,000 to $500,- 
000, which make the information ob- 
tained worthless. 

Resolution No. 5 condemned the prac- 
tice of having two or three institutions 
operated upon one capital and hence 
would outlaw underwriters agencies. 


Issue as to Fraternals 


Resolution No, 6 stated that fraternals 
are endeavoring to get their rates on an 
adequate basis and hence the commis- 
sioners feel that they should not be sub- 
ject to predatory raids during this trans- 
formation. Mr. Travis says that the 
policyholders of many of these frater- 
nals are too old to get insurance else- 
where and are entitled to the reasonable 
protection asked. He says that 
resolution means that the new confer- 
ence believes that the fraternals are 
worthy of the fullest and most complete 
protection at the hands of the supervis- 
ing officials and that they should be al- 
lowed to work out their own salvation 
unhampered. He further contends that 
instead of hampering these fraternals 
and interfering with them, supervising 
officials should keep their hands off ex- 
cept to give them such aid in this work 
as they can. 

Life Insurance Reserves 


Resolution No. 7 deals with life in- 
surance reserves. First it upholds the 
preliminary term method of valuation, 
aud second, for other classes of com- 
panies it urges a reserve sufficient to re- 
insure the business, stating that a higher 


reserve hides profits which otherwise 
might be taxable. 
Resolution No. 8 says Mr. Travis, 


states that the smaller and young insur- 
ance companies may be just as safe and 
just as sound as the larger ones, as size 
and age are mere incidents. 


Unfair Competition Condemned 


Resolution No. 9 condemns twisting 
and unfair competition. He declares that 
it is unfair competition for any agent 


to convey the impression to any policy- 


holder or prospect that any licensed 
company 1s not perfectly safe for its 
approved policy forms, or unfair, in- 


equitable or not in conformity with the 
law. Superintendent Travis says that 
he has been unable to find any court de- 
cision contrary to the theory that the 
police power of the state does ex- 
tend to the protection of insurance com- 
panies against false and malicious state- 
ments. 
Fire Insurance Costs 

Resolution No. 10 gives a formula for 

ascertaining fire insurance costs and de- 


termining fire insurance profits. Mr. 
Travis says that the companies are 
given the full benefit of all interest 


earned on premium reserve. 

Resolution No. 11 states that the Na- 
tional Bureau, which assumes to regu- 
late compensation insurance rates, with- 
out in turn being regulated by law, 
should be decentralized into state or- 
ganizations so that local conditions will 
be given proper consideration, 

Superintendent Travis then makes 
some observations on “stock-with-policy 
life insurance companies.” He says that 
the laws of Kansas permit such com- 
panies to operate. Furthermore, 
clares that as the supervising official he 
has refused to permit the life under- 
writers associations of his state to put 
out of business the insurance companies 
that the laws of his state permit to 
exist. 

Used Special Contracts 

Superintendent Travis asked whether 
the supervising officials of the state in 
which “stock-with-policy companies” 
are operating are to be condemned be- 
cause they have followed the practice 


which has built up the large insurance 
interests of the east. 


Regarding this 


this | 


| that formerly 


1922 


Fecnane 31, 





eaiieiiitiaaaliiaasl proposition, Super- 
intendent Travis says that one naturally 
thinks of special contracts. He calls to 
mind that one of the large companies 
did business abroad, built 
up its business and laid its foundation 
by using at different times a special con- | 
tract. 

Objects to Publication 


Superintendent Travis refers to the 
publication entitled, “Stock Mutual Life 
Insurance Companies,” whose purpose 
is, he declares, to imply that none but 
mutual companies are safe. This pub- 

| lication, he says, lists some stock life 
companies that have failed, giving the 
names of companies, location and the | 








he de-| 





amount of money lost by policyholders. 
Mr. Travis calls attention to the 


exceptions are 
the east of the Mississippi river. 
says that all the failures but nine oc- 
curred in two of the states that consti- 
tute the quartet of eastern states that 
are alleged to write all the insurance 
laws of the United States, viz: New 
York, Connecticut, Massachusetts and 
Pennsylvania. 


list with few 


Life Insurance Investigations 


Superintendent Travis claims that 
the papers have endeavored to belittle 
the states west of the Mississippi river, 
but he calls attention to the fact that the 
life insurance investigations of the past 
brought out very undesirable conditions 
in New York, Ohio and Wisconsin. He 
challenges anyone to point out to the 
insurance world anywhere conditions 
comparable to those exposed by the in- 
vestigation of companies domiciled in 
territory east of the Mississippi river. 

Commissioner Travis takes up each of 
the six states represented in the new 
organization, viz: Texas, Arkansas, 
Colorado, Wyoming, Missouri and Kan- 
sas, telling something about the great- 
ness and resources of these states. Su- 
perintendent Travis notwithstanding the 
condemnation of the “stock-with-policy” 
companies by some of the papers, says 
that these same publications are carry- 
ing liberal advertisements of the Liberty 
National Sav- 


Lite of Topeka and the 

ings Life of Wichita, Kan., both com- 
panies being in this class. Superin- 
tendent Travis states that in his next 
bulletin he will deal with stock fire 
and casualty companies east of the 
Mississippi river. 

Wants No Interference 


He concludes his comment with the 
following: 

“In the six states of the conference, 
we may not have a Wall street. We 
may not have large, top-heavy insurance 
institutions. We may have no life 
insurance companies that have invested 
$62,000,000 in questionable bonds of 
European nations. We may not have 
anything but the wealthiest states in 
the Union, states that have production 
out of proportion to ail others. We 
may be contemptible, insignificant and 
cannot qualify in population, finance and 
general business, but we do assume the 
prerogative which gave this nation free- 
dom in sunrnning our business to suit 
ourselves.” 





Plan Tax Law Fight 


PORTLAND, ORE., Aug. 30.— 
Frederick H. Calkins, special counsel 
for the Association of Life Insurance 
Presidents, in Portland from New 
York to confer with insurance interests 
here on the proposed income tax meas- 
ure to be voted upon at the November 
election. The measure provides for the 
taxation ot income from life insurance 
among other things. Insurance men 
here are considerably agitated over the 
bill which being fought by many 
business interests. 


is 


is 





Cleaveland Heads Fraternal 


L. K. Cleaveland has been elected 
president of the North American Union 
of Chicago, a fraternal, succeeding H. J. 
3echer, who is returning to other busi- 
ness in which he was engaged before 
joining the North American Union. Mr, 
Cleaveland has been connected with life 


tact 
that all the companies mentioned in the | 
located in | 


He | 
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| 





for over 25 
in the 


He 


insurance work 
tor 12 years was 
ance department. 


years and 
Illinois insur- 
has been con- 


|nected with the North American Union 


for 15 years, much of the time in charge 
| of the company’s investments, and dur- 
ing this time the company has never 
llosta cent of interest or principal. Harr y 
| Martin of Baltimore, Md., has been 
elected a trustee to succeed Mr. Cleve- 
land and George H. Rumboldt of the 
Rumboldt Grain Company in’ Chicago 
has been elected to succeed W. W. 
Wagner of Kankakee. The North 
American Union writes all of its busi- 
ness on the legal reserve basis, under 


the Illinois standard tables. 
Mutual Benefit Mortality 
The Mutual Benefit Life Says that the 
percentages of actual to expected mor- 
tality for each month for the first six 
months are as follows: ; 
To end 
Month For Month of Month 
January 51.09 51.09 
February .......... 55.54 53.21 
eee 66.92 57.96 
tn adesakeucus«s 38.85 53.14 
era eee 52.09 52.92 
SE adhe kre cepa 62.25 54.49 
For the first six months of 1921 the 
percentage of actual to expected cost of 
sneurance was 53.11 as compared with 
54.49 for the first six months of 1922. It 


should be remembered that the mortality 
in 1921 was unusually favorable; 


conse- 
quently, it has reason to be satisfied 
with the mortality experienced in the 


first six months of the current year. 





Takes Charge of Ordinary 


Jacob Chadeayne, who has been ap- 

pointed manager of the ordinary depart- 
ment of the Metropolitan Life, is elected 
an assistant secretary. 
R. C. Perry, general agent of the 
Life of Tulsa for Western 
moved his headquarters 
Salina, Kan. 


» Atlas 
Kansas, has 
from Bucklin to 








The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, la. 





Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 

















DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 


























FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 


terested prospects who had requested 
information. In 1921 this service, and 
Fidelity’s original Policy contracts, “ 


brought us within 74% of ny unparal- 
leled new business result of 1920. 
Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000,000. Faithfully serving 
insurers since 1878. 
A few agency openings for the right 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 




















KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 





Having recently entered the States of 
Texas and Minnesota we have desirable 
territory open for General Agencies 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 











More Than 1’A Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 





Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
Assets $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,394 
Insurance in Force 49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 

















Mutual, with unexcelled dividend factors. 

Mortality 1921, 44%. 

Interest earned upon mean invested assets 6.03%. 
Assets of $109 to each $100 of liabilities. 


Excellent direct general agency contracts available for 





MADAMA ke 


Northwestern National Life Insurance Company 
MINNEAPOLIS, MINNESOTA 


Business in force 1917, $54,193,000 
Business in force 1921, $139,868,000 





Central and Southern Ohio, Utah, Oregon and 


Northern California 
UMM MM 





1867 EQUITABLE LIFE 1922 


Insurance Company 


OF IOWA 


Results of 1921 
ee $286,934,616.49 
Admitted Assets...............---055 $ 39,234,839.04 


Ratio of Actual to Expected Mortality......... 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 
Address:—Home Office: Des Moines 








CONSERVATION OF BUSINESS 








Co-operation That Counts 


Two of the features in Tue GuarpIAn’s comprenhensive 
plan of service to Agents which aid our representatives to 
increase their production: 


A Tratninc Course for new Agents. 


The Prospect Bureau, which develops real, 
bona-fide leads for all Agents, old and new. 


If you want to know the whole story of what this 
Company is doing for its Agents, address: 


T. LOUIS HANSEN, Vice-Pres., or GEO L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 














tas sssadactining A 1. wi Coote apbate  o oI Established 1860 under the Laws of the State of New York 
ear nd at aS ‘ 
Oe cere cldnnsn Senn cl exiideatioy carvice, and weoenpestieliy exlielt your pateenagh. Home Office: 50 Union Square, New York 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 
a ORGANIZED 1880 


BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Double Indemnity Disability Benefits 
Reducing Premiums 


SEE THE NEW LOW RATES 


Cauda i Ge 
“~~ _INSURANCE CO. ‘ 


66 BROADWAY NEW YORK 
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NEW HOME OF THE GREATEST ILLINOIS COMPANY 
Corner Lake Shore Drive and Scott Street 


Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921 $19,413,846.72 
Payments to policyholders and beneficiaries since organization 21,566,983.06 


FIVE YEARS RECORD 


Year Eading Dec. 31, 1916 Year Ending Des. 3!, 192! INCREASE 
Interest Income..| $ 620,562.65| $ 991,613.43 $ 371,050.78 
Premium Income. 2,419,486.91 3,818,060.43 1,398,573.52 
Admitted Assets. . 12,946,337.03 19,413,846.72 6,467,509.69 
Insurance in Force 80,280,589.82 136,485,045.27 56,204,455.45 


ILLINOIS LIFE INSURANCE COMPANY 
CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 








